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Dwight D. Eisenhower said:
“Qur abundant plains and mountains would
yield little if it were not for the applied skill and
energy of American citizens working together,
as fellow citizens bound up in common destiny.
The achievement and brotherhood is the
crowning objcctive of our society.”
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Florida’s Dean of Auctioneers

By Jchn R. Fishdick, Eagle River, Wis.

Col. P. Frank Stuart, 300 5th Ave.
North, St. Petersburg, Florida is called
the ‘“Dean of Auctioneers’”. As one of
the leading Realtor Auctioneers in Flor-
ida’s Suncoast he has established an out-
standing record in the sale of real prop-
erty via the auction method. As a pio-
neer in the auction business since 1945,
Stuart is used to hard work and some
lean years while he was trying to edu-
cate the public to the advantages of sale
of real estate by the auction method. I
believe most knowledgeable auctioneers
will agree, that this period of estab-
lishing an auction ‘“‘climate’ is the most
{rying, difficult, discouraging and least
rewarding time in our profession. Until
you have general public acceptance of
the auction method your sales always
proceed with a maximum amount of
risk and resis:ance in getting ‘“‘top dol-
lar”.

Col. Stuart has layed the ground work
of acceptance, by both seller and buyer
which is reflected in gross real estate
auction sales of over 2 million dollars
each year. The moral to the story is
this: ‘“Those lean years, blood, sweat
and tears, fade into the background
when you have the people coavinced that
the auction method in the sale of real
property is efficient, responsible and pos-
itive.”

Here are a few of the procedures
you will find used in Stuart’s auctions.
Advertise the property extensively at
least two weeks prior to sale and have
signs on premises 5 days prior to sale
date. Use streamers also in front yard.
If possible, have your station wagon e-
quipped with loud speaker and music
tape recorder — music plays important
physcological part in establishing the
auction setting. When you break your
auction sale you still keep the auction
tempo going by playing music during
the intervals — it allows for easier and
slower sale.

Ground men and women — have enough
experienced real estate people to cover

crowd and keep them actively moving
among those in attendance working for
an opening bid. Instruct ground people
to stay with their respective bidders as
much as possible after auction starts so
that they are at the point where exact-
ing further bids is possible — these peo-
ple are in the same catagory as ring
men at a cattle auction — you all know
how some ring people — or ground peo-
ple — can make or break an auction-
eer. See that you have open communica-
tion between your ground people — in
short — be sure they know and you
know what each is doing.

Col. Stuart — sells SLOW — take time—

if hung on low bid — tell crowd — ‘“‘no
hurry-have all day — but we are going
to sell this property’” — if need stop

auction-play music — tell crowd we will
take a break for a few minutes — then
get down off your block and move a-
mong crowd yourself — talk up property
to those you have initial bid from and
others that are likely bidders — then
stop music and push ahead — always
on the slow side. Remember, some of
these people are making their really
first large investment — this is not like
selling a piece of furniture. The smile-
yes, smile-talk up advantages of proper-
ty — climate-schools, nearness to shop-
ping center, churches, etc — but let the
crowd feel you are vital, sincere and
understanding.

Offer an attendance prize — $10.00
cash — have people sign name and ad-
dress and card furnished by you with
imprinted pencil (which they keep) and
place card in bucket — have high bidder
at end of sale draw Lucky winner —
this keeps the crowd till the end — re-
member people make an auction and the
more people your averages on success
are always better. This is an inexpensive
way to hold a crowd — your author has
tried it and it works.

At conclusion of sale — be prepared
to draw offer to purchase contract at
ONCE — get seller and buyers signa-
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ture immediately — remember hit while
the iron is hot.

Remember you have no legal sale until
you have an excuted and delivered con-
tract.

Tell the crowd of the date, time and
place of your next sale and thank them
with sincerity for attending another
Stuart auction,

Col. Stuart, may not be the biggest
auctioneer but he is truly one of the
“best’’. He is a student of real estate,
respected in his state and still has time
to be one of Florida’s best boosters for
the National Association of Auctionezrs.

Now how about this:

23 real estate sales during the month
of September — 22 closings on 23 sales—
I expect that’s the reason people in Flor-
ida say he is the Dean of Auctioneers.

In closing may I interject a personal
note — if you are ever in the state of
Florida — visit Col. Stuart, I guarantee
it will be the best time you ever spent

.........

Pictured from the left are: the owner of a piece of real estate to be sold at

in your life as an auctioneer — Col.
Frank, is cordial, and with his sales
record you are bound to be a better in-
formed person on real estate at auction
than you were before.

Car Auction Brings

County 100% Profit

County-owned automobiles sold at auc-
tion produced 100 per cent profit for
the county over what the vehicles would
have produced on a trade for replace-
ments according to a statement by Mar-
ion County (Indiana) purchasing direc-
tor, Willam Gray.

Gray reported that six cars were soid
recently for $2,150 and a week previous
six other cars brought $3,425. The auto-
mobiles were sold through the regular
weekly sales of an established whole-
sale auto auction.

Y R

auction; Col. John R. Fishdick, author of the foregcing article; and Csl. P. Frank

Stuart. auctioneer.
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The President Says . . .

Three months have gone by since I
was elected president of the NAA. It
for me has been a rapid three months,
but not as rapid as our NAA Conven-
tions. Our Convention is much like an
auction. It takes time, preparation and
planning. In addition each slate of offi-
cers and directors endorse a program
of resolutions, ideas, theories and prob-
lems that have to be worked out.

In my address to you, I spoke of a
permanent home for the NAA. I realize
well that this project can not be done
in a month or six months or a year,
because every step that is taken will
be presented to the Board the coming
year and placed before the Convention
Body for ratification. The first step has
been taken. Dean Fleming of Atkinson,
Nebraska, was appointed to find pros-
pective sites. I have talked with Dean
just today. He will be sending a report
soon to ‘“The Auctioneer’ for all to con-
demn or commend.

When a site has been established,
discussions of purchase, growth room
and facets of a national organization
owning instead of owing or renting will
be studied. We also hope to give archi-
tectual drawings of not one but several

for you individual auctioneers to choose
from. The big picture idea is to plant
a bit of firm history in this country.
I teel that I would like to be a part
of it. Let it be done by those in the
profession.

In the February, 1922, issue of the
International Auctioneer, the late Fred
Reppert said ‘“Do not be ashamed of
your profession for it is a noble, bread-
winning occupation.”” And as your writ-
er views the auctioneer now he is at
his highest professional level and is also
winning more bread.

I do not mean put a star in the
sky, but lets get serious and put an
auctioneers’ mark somewhere in the
central part of the United States and
say we had a part and will continue
to support—let grow further the NAA.
The NAA is great now, but it is going
to be greater. Let me and other auc-
tioneers know how you feel about this
program. This I believe, the auction-
eers that have taken interest in the con-
ventions and our magazine are the
ones that have taken time, effort and
those that watched and studied these
individuals have benefited by it. The
NAA is no longer struggling, it’s en-
hancing itself every year. Let’s help
it.

Another subject: Revision of NAA
By-Laws and Constitution. A complete
revisal is now being made by Mrs. A.
L. Darby, 6435 Wornall Terrace, Kan-
sas City, Mo. Mrs. Darby is a regis-
tered Parliamentarian, Past President
of Kansas City unit of National Parlia-
mentarians, Past President of the Dr.
Logan Research Unit, Past President of
the Missouri State Association of Na-
tional Parliamentarians, Vice-President
of Missouri State, Past President Unit
of National Parliamentarians and has
taught Parliamentary Law at Rockhurst
College for more than 10 years and is
now teaching an advanced -class in
Parliamentary Law at the college. This
final draft will come be‘ore the Board
and then you, the auctioneer. at the
1967 Convention.
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Another subject: Incorporation of Feel free to call upon any officer or
NAA is now in progress. director for what may be your needs
Same old subject but never an old to help yourself as an auctioneer or/and
idea—have you gotton a new member your profession. If they can be of
this year—if you have, then get another service they will.
one for the member that did not. B. L. Wooley

The Company We Keep

Some companies get new customers rapidly but fail to retain them. Others
grow at a slower pace but their new patrons keep coming back for more.
Given a choice, most of us would rather be affiliated with the second com-
pany than the first.

The same is true of associations. Some are more effective than others
in beating the bushes tor prospects and persuading them to sign on the
dotted line. But the old rule of “easy come, easy go” so often applies. It's pos-
sible to expend so much energy and enthusiasm on expanding a group that
other activities suffer. One of the best ways to kill any organization is to
over-concentrate on membership promotion and related projects while tapering
of on services that existing members need.

One of the big differences between adding members and keeping them
is that a small committee can normally do the first—but the second is every-
body’s job. How you treat a new member when you meet him may cause
him to remain in the organization—or else to lose interest and eventually drop
out.

Don’t abandon this responsibility to officers and directors. How a new-
comer reacts to them is important, naturally, but contacts between a new
member and the “brass” are apt to be limited and a bit hurried. It's the men
who sit near him at meetings, or around the same table at luncheon or din-
ner, who really make up the association in his mind.

Conventions and conferences are vital in building new membership, be-
cause prospects can attend and get an inside look. They can size up the or-
ganization in terms of benefits to be gained trom participation. But it also
exposes them to the hazard of indifference on the part of other registrants.

It takes courage for the new member or prospect to attend, in the first
place, as well as good salesmanship by the membership committee in getting
him there. How do you like to enter a room full of strangers and be strictly
on your own amid others who are obviously comrades?

The new members first convention is a crucial phase in his attiliation.
Take a little time to help him over the hurdles. Identify yourselt, then intro-
duce him to others. If his wife came with him, perhaps yours will take her
under her wing until she makes friends among the ladies. On thing you can
count on: if she goes home happy, the chances are that he will, too.

For all associations, including ours, the wise rule is: Every member get
a member—and every member help to keep him!

5
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“Robert Jacobson, Michigan
“John Barnes, Texas

“John Z. Carner, Missouri

Jack McVicker, Kansas

Walter Nowatske, Wisconsin
Dean V. Kruse, Indiana

Joseph Showers, Indiana
George A. Warren, Kansas
“Arlin E. Wright, Ohio

Argel McDowell, Indiana

Lee Clingan, Indiana

Emil Iwanski, Illinois

“Cleo L. Johnsen, West Virginia
William S. Day, New Jersey
John L. Meyer, Michigan
Lester L. Johnson, Michigan
Sidney P. Hough, Florida

L. M. Sweet, Florida

Eugene R. Smith, Kansas
Charles B. Middleton, California
Carl G. Deuble, Sr., New York
Joseph F. Sedmera, Florida
Harvey C. Iverson, Idaho

*Drexel V. Dungy, Iowa
Ford Goed, Ohio

Membership Processed
Sept. 16 through Oct. 15

Robert A. Felder, New York
*Richard W. Hunter, Illinois

Ronald L. Ceffey, Maryland

W. P. Drake, Illinois

Edward L. Hopkins, Massachusetts
Harold J. Gavin, Wisconsin

Bah L. Jessup, Kansas

Jesse Scott, Kansas

L. F. Heidrick, Kansas

C. A. Cofer, Kansas

G. R. Burger, TennesSee

Max Puckett, Tennessee

Gordon Clingan, Illinois

Sylvester Schuacher, Illinois
George W. Cravens, Illinois
Wayne B. Dow, Maine

Michael Coolidge, Jr., Montana
Arnold D. Wilson, Ohio

John Cleator, California

Bernard Bartikowsky, Pennsylvania
Roland W. Bast, Wisconsin

Paul Bastin, West Virginia

*Charles F. LeDuke, Tennessee
*Ben N. LeDuke, Tennessee
Foy Kneisel, Wisconsin
Andrew Jesse, Wisconsin

C. M. Sturgul, WisconSin
“Joseph Pereira, West Indies

“Jack Breen, New York
“G. T. Collisi, Ohio

Anton Kuhle, South Dakota

G. K. Wagner, Pennsylvania
“Floyd R. Nasby, Alberta
*Steve Koltuniak, Connecticut
*Ellis Honeycutt, North Carolina
James F. Bennett, Georgia
Thomas E. Hays, Jr., Ontario
H. Willard Arnaman, MiSsouri

Charles Stemkowski, Ohio
John Kireta, Ohio
Harold Stilson, Florida

Robert Kiko, Ohio
Frank Van Veghel, Wisconsin
Peter Van Veghel, Wisconsin

R. A. Thiel, Wisconsin
Edwin Schmidt, Illinois
*Gesrge L. Johnson, Indiana

*S. A. Harshbarger, Texas
“James E. McGlamery, Tennessee
“Herbert A. Vaughn, Tennessee

E. P. Duren, Idaho

Dean George, Wisconsin

“Harry E. Griffin, Oklahoma
Jack D. Sheets, Kansas
Emerson Lehman, Indiana

Rita F. Gibbons, Massachusetts
H. H. Chambers, Virginia

Leroy H. Jones, Wisconsin
Don Kambol, Indiana
Marley Neal, Indiana

W. R. Cox, Virginia

*W. A. Wilson, North Carolina
“Anton Buschjost, Missouri

Bernard Jellema, Florida
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Don Doris, California

Vern V. Squires, Illinois

C. W. “Pete” Slater, Illinois

Earl T. Shine, Connecticut

J. L. Henderson, MissisSippi

Gordon Hannagan, Illinois

John M. Miller, Maryland

Thomas K. Carpenter, Minnesota (Life)

W. J. Kirkpatrick, South Dakota
John S. Shelley, Ohio

John W. Reilly, WisconSin
Edward F. Belcher, Michigan
Si Williams, Washington
*Arthur Houston, Jr., Califernia
(*Indicates a New Member).

s T =

Veteran Auctioneer Tells

- Experiences And Changes

(Reprinted from the TIMES-ADVERTISER, Trenton, N. J.)
By DORIS POWELL, Staff Writer

BURLINGTON, N.J. — “When I was
a kid I was so shy they couldn’t even
get me to say a piece in front of the
Sunday School.”

That’s when he was a kid. Today it’s
impossible to keep Watson VanSciver
quiet in front of a crowd — has been
ever since he got over his stage fright
and decided to become an auctioneer.

Auctioneering, he admits, is a lot dif-
ferent than saying a piece in front of
a crowd. It’s spirited selling, really,
and he’s been doing that since he was
a boy of 13. ‘“My father was a fruit
and vegetable farmer, same as me but
he never liked to drive the produce In
to the market. So, as soon as I was
old enough, he sent me into Burlington
with a horse and wagon — and I al-
ways got rid of all the beets and what-
ever else we were growing. There were
a lot of hucksters scattered around then.
The auction stretched from the wharf
down to Broad Street in Burlington.”

Later, when he was 15 and able to
handle a team of horses VanSciver
hauled produce to Trenton. “The market
was at Broad and Front Street,” he re-
called, ““and I can still remember some
of the names of the buyers — Dilatush,
Hulse, Hartman and Ivans.”

VanSciver bought his own 24-acre farm
on the Columbus - Burlington Road in
1922. Then after his father’s death he
farmed the nearby 47-acre family farm
for his mother until they sold the pro-
perty in 1935.

Things weat pretty well until the ear-
ly thirties. “It was during the depres-
sion and I got so poor I had to do some-
thing,”” he laughed. “I'd gone to sales
with my father as a kid and I'd al-
ways thought I'd like to be an auction-
eer but I couldn’t get my nerve up to
go ask a farmer if I could sell his
goods — I was afraid I might not get
enough money to satisfy him.”

VanSciver was still farming when he
started his own weekly sale in part of
a rented foundry in Burlington. Every
Saturday he’d take a group of gathered
goods to the sale in a wagon and come
home a couple dollars richer. “It cer-
tainly wasn’t a big moneymaking deal,”
the jovial 77-year-old laughed. “But it
was a start.

In 1942 he went to work in Bristol
at a ‘‘combination horse and junk’ auc-
tion that was held every other Saturday
from March to October. Later he sold
eggs, chickens, hogs and furniture at a
Wednesday auction in New Egypt.

After working as an extra auctioneer
at the Beverly produce auction for sev-
en years, VanSciver decided to retire.
That was eight years ago. He might
have slowed down a little, but he cer-
tainly hasn’t ‘‘retired.”” He still has a-
bout 30 to 40 sales a year. fometimes
consigners bring their goods to his farm,
which has dwindled to.three acres. For
estates, VanSciver travels to the vacated
house to conduct the sale.

And a large group of individuals who’ve
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got the auction bug follow him to every
sale. Like the Pied Piper, he makes
the crowds happy. Those in the crowd,
newcomers and staples, take to him in-
stantly. He interjects bits of his earthy
homespun humor, and he’s as fast on
the draw at recognizing a bid as a fast-
shooter with a gun. Over the years he’s
gotten to recognize unusual gestures that
mean a bid, especially those of the
“regulars.” ‘“Some nod, some wink,
some wave — you just have to be on
the watch for them.” His ‘‘chant,” he
says, is not auction school stuff with a
lot of filler words. It’s just fast.”

The sales at this farm are often like
an old-fashioned church social. Country
cousins talk about their kids and the
city folks enjoy the smell of the fresh,
clean air and the shade of the giant
maples that encircle the yard. Lunch
is usually sold by the Women’s Guild of
the Florence Episcopal Church.

When VanSciver first started auction-
eering most of his sales were households
and farm equipment. ‘“Today, there are-
n’'t any farms left,” he said, ‘“‘and most
of our sales are estates.”

VanSciver does ‘95 percent” of the
work himself — from going in and giv-
ing the owner or executor an estimate
on the goods to rounding up the smaller
items and planning the sale routine. A
daughter, Elizabeth, who is a secretary,
acts as his cashier for the sales and he
calls in a couple of extra to do the
clerking and help with the moving. When
his wife was in better health she helped
with the clerking too. Another married
daughter is a school teacher.

The largest estate he ever sold totaled
$30,000 — ‘“‘a lot of money to be laying
around on a Saturday afternoon’” —and
the most expensive single item he ever
sold was a Queene Anne highboy that
went for $1350.

VanSciver is a past president of the
State Society of Auctioneers, a group
that has been in existence for the past
18 years. They get together every two
months to discuss ways of improving
the auction business. For the last ten
years VanSciver and his wife have been
attending conventions of the National

Association of Auctioneers and they’ve
driven to all of them — Illinois, Iowa,
Nebraska, Colorado, Kentucky, Wash -
ington State and Ohio. This year it was
nearby in Philadelphia.

VanSciver may be the Granddaddy of
all the auctioneers attending, but he is
as quick and sharp as a man 20 years
younger. Next month he’ll be 78. How
does he account for such good health?
“Maybe I behaved myself,” he grinned,
his embracing smile almost forcing his
blue eyes shut.

And he added under his breath, ‘It
was hard as hell.”

Guernsey Auction Is
Best Since 1960

On August 12, the Woodacres regis-
tered Guernsey herd, owned by A. W.
Hobler and managed by M. B. Sowerby,
was dispersed at the farm near Prince-
ton, N.J. The sale included all salable
cattle, except cows over 10 years of
age and heifers born after January 1,
1965. There were 87 head sold for a total
of $102.965, or an average of $1,183. This
1s the highest average for a Guernsey
dispersal since 1960.

The top price paid was $18,500, the
final bid for Western Glow Fond Gay
Duchess, Excellent, 7-year-old cow that
was All American 4-year-old in 1963, All
American aged cow in 1964, and Re-
serve All American aged cow in 1965.
She sold to James C. Walker, Stoneville,
Miss., with Henry Venier, LaFayette,
N.Y., contender. This is the highest price
paid for a Guernsey female at public
auction since 1953 when Pine Manor
Courtesy sold for $20,000 in the Fairlawn
dispersal.

Second high was Western Glow Fond
Babett, Excellent, also a 7-year-old cow
that was All American 2-year-old in 1962
and All American 4-year-old in 1964. She
sold for $5,000 to Franchester Farms,
Inc., West Salem, Ohio.

There were 32 animals that sold for
$1,000 or more, with 43 buyers from 13
states and Canada.
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THE LADIES AUXILIARY

Dear Ladies,

Sorry all of you couldn’t have partici-
pated in the excellent convention in
Philadelphia. It was carefully planned
and offered a well-rounded program for
both young and old. The Pennsylvania
ladies are certainly to be congratulated
for the activities of the Ladies Auxiliary.
It took much work and cooperation to
have everything run so smoothly, and
we thank you.

Dick, Lindy and I went on to New
York City and Washington D. C. before
heading back to Kansas. I think we cov-
ered everything that tourists are sup-
posed to do. It was fun.

We're already looking forward to next
year’s convention in Chicago. It’s great
to renew old friendships and we’re al-
ways eager to get acquainted with more
of you.

Virginia Brew
Mt. Hope, Kansas

Gettysburg Painting
In Kilgallen Sale

A six by eight-foot painting of the
battle of Gettysburg, which belonged to
the late Dorothy Kilgallen, will be auc-
tioned on behalf of her estate by the
Parke-Bernet Galleries on Thursday, No-
vember 17. Painted by August Wenderoth
in 1868 and signed by him, the canvas
hung in the study of Miss Kilgallen’s
Manhattan town house.

In the painting, Union General George
Meade, with other officers including
General Hancock, observes the climactic
battle from a rise. In the foreground,
wounded prisoners lie near a horse-
drawn ambulance. Confederate prisoners
are being brought onto the scene from
the battlefield, which can be seen on the
left side of the painting.

Other property from the estate will
also be sold at Parke-Bernet this fall.

All men are self-made, but only the
successful will admit it.

A FABLE

Once upon a time there was an ant
who worked hard all day in the fields.
It was summer and the ant was busy
cutting grass and dragging it home. The
ant had a grasshopper as a neighbor.
The grasshopper lived on welfare and
sat in his doorway singing all day. When
winter came, the ant had a whole bale
of grass. But the ant had violated the
Federal Farm Law for over - harvest-
ing grass. He was fined $162.50 and the
surplus was seized. The grasshopper re-
ceived the surplus in exchange for his
food stamps.

“There’s something feminine about a
tree! It does a strip tease in the fall,
goes with bare limbs all winter, and
gets a new outfit every spring, and lives
off saps all summer.

THE LADIES AUXILIARY TO THE
NATIONAL AUCTIONEERS
ASSOCIATION 1966-1967

President: _
Mrs. Wendell (Bernice) Ritchie,
Marathon, la.

1st Vice President:
Mrs. Dick (Kay) Dewees,
Prairie Village, Kas.
2nd Vice President:
Mrs. V. K. (Alma) Crowell,
Oklahoma City, Okla.
Secretary-Treasurer:
Mrs. Frank (Geneva) Gates, _
Litchfield, Mich.
Historian:

Mrs. Bob (Winona) Penfield,
Bowman, N. D.

Directors:
(Terms expiring 1969)
Mrs. Walter (Pearl) Britten,
Bryan, Tex.
Mrs. Kenyon (Ann) Brown,
Doylestown, Pa.
Mrs. Fred (Daisye) Ramsey,
Old Hickory, Tenn.
Mrs. G. T. (Nan) Gilbert,
Lincolnton, N. C.
(Terms expiring 1968)
Mrs. Albert (Virginia) Rankin,
Alger, O.
Mrs. Dick (Virginia) Brewer,
Mt. Hope, Kas.
Mrs. Brad (Betty) Wooley,
Little Rock, Ark.
(Terms expiring 1967)
Mrs. Ruth Marks, Abingdon, Ill.
Mrs. Don (Eileen) Standen,
N. Ridgeville, O.
Mrs. Jim (Alma) Appleman,
Cashton, Wis.
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DEPEND ON LOGIC, NOT LUCK

The Small Business Administration
suggests taking these logical steps when
making a business decision:

1. State the problem. 2. Determine
goals and objectives. 3. Select and ana-
lyze the factors which have a bearing

on your goals and objectives. 4. List
the possible solutions or courses of act-
ion. 5. After comparing these possibili-
ties, choose the most logical one. 6.
Determine the specifics to fulfill the
choice you made.

e ————————————————————————————————————————————————————————————eeeseesese—————eeee o
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November is here, the month in which
we get things in order for winter. We
get back in order what is left from
Halloween pranks, go to the polls and
vote and wind up the month eating our
Thanksgiving turkey. It is the month we
also can estimate our profits or losses,
figure how much we can spend for
Christmas and look forward to the no-
tice we will receive from Uncle Sam.

While we have many ideas and some-
times doubts and objections to express,
we as a people who live in our U.S.A.
are far more fortunate than many we
hear of and read about.

We, here in Ohio, have had a good
grain crop with both feed and livestock
plentiful. Our farmers are going into
the winter well stocked with feed and
the feedlots will be well filled. It looks
as of now that 1967 will see a plentiful
market for the food produced by our
farmers and the price they will receive
is the $64.00 question.

Expenses of production are at an all
time high and the consumer faces a high
buyer market. The stock market has
been like a race horse I once owned
an interest in, very jumpy and often
late getting to the wire for a pay off.

We in Ohio have been much disturbed
about our traffic deaths on the high-
ways. It looks as those who drive read
the estimates of traffic deaths and then
try to beat them as we have been run-
ning from 20 to 30 deaths per weekend
and quite a few on the week days be-
tween.

We have listened to all kinds of sug-
gestions on highway safety — seat belts,
driver’s education, making the cars saf-
er and what have you. However, our
auto manufacturers came out with more
horsepower, more speed and bigger
bumpers so they could hit harder. Our

Food For Thought

BY COL. POP HESS
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daily newspaper has from two to three
columns in fine print of the daily ar-
rests for speeding and other traffic vio-
lations, yet day by day the pace con-
tinues.

Now I know some one will want to
shoot me for this remark but I have
been shot at before. My personal think-
ing toward curing a lot of this present
trouble is for the auto manufacturers
to cut back the horsepower in place of
increasing it. A car going down the road
at 60 miles an hour is traveling a mile
a minute. My suggestion would be that
all autos, excepting emergency vehicles,
be built so that when the driver presses
the gas past 60 miles an hour the car
will run out of power.

Just recently I took notice of a teen
ager passing everyone on the highway,
beating the tar out of his car. My
thought was that someone must be dy-
ing and he was rushing for aid. But I
saw the car on the same highway at a
cross roads, parked beside a pop stand
with the driver leaning against his hot
car, draining a bottle of pop into his
body. That boy sure must have been
dry.

The affair reminded me of back in
the early days when automobiles were
few and the horse and buggy was plenti-
ful. A nice country village near my home
area at that time had been plagued
with a few autos driving too fast
through the town. To slow it down, on
{he entrance of the village they sire’ched
a big sign across the street, reading,
“CAUTION — SPEED LIMIT 25 MILES
PER HOUR. Old Uncle John Doe and
his son came into town wi'h a team
hitched to a light wagon. O'd Johnnie
could not read so well and he seid,
“Son, what does that sign sav?”’ The
son replied, ‘‘Speed Limit, 25 nviles per
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hour.” Old Johnnie grabbed the whip
and said, ‘‘Hold your hat son, we’ll try
and make it!”’ Results were less than
25 miles an hour and the town mayor
fined him $10.00 and costs for trying.

Now we read where they get caught
driving 80 to 100 miles per hour and get
fined $25.00 and costs, often suspending
the fine so the offenders will have a few
nickels to buy more gasoline so they
can do it again.

By now you are wondering why auc-
tioneers must read this kind of stuff
in an auctioneer publication. My thought
is our busy auctioneers all drive auto-
mobiles as did the writer, who between
the years of 1920 and 1940 drove enough
miles to take him three times around
the world. I seldom drove over 60 miles
per hour with few delays and no serious
accidents. This is about the only pub-
lication that would put these remarks
in readable lines.

Your writer was pleased to note our
day so I will say to Col. Art, “It 1s
on the cover page of the October issue.
The picture was taken on his 80th Birth-
day so I will say to Col. Art, “It is
when you pass 80 years that you start
getting old.”” When I made that remark
to Jack Halsey a few years ago he
evidently was counting back in years
and no one seems to know his exact
age but he is going strong.

I was also interested in our editor’s
article on the topic, ‘“Are You Ready?”
This writer has pondered much over the
same question and would be interested
in having some word from the boys
out over the land and would appreciate
comments on a home office for the NAA
and a landmark for the auctioneer and
auction selling.

In the fall season most of our auc-
tioneers are busy and my mail from
them has been light. It is pleasing to
note the many state organizations and
word of other states getting ready to
organize. As I have often stated in this
column, these state associations are
strong spokes in the wheel with the NAA
as the hub. It takes plenty of grease
for this wheel to revolve properly on
the spindle and if no grease there is
plenty of squeak. Sometimes we hear
some loud squeaks but that is not the

fault of the spindle, it just happens to
be thin, un-greasable oil that came on
the market.

As I look back over the letters re-
ceived they have been of unspeakable
oll for the most part. Once in a while
one comes in that is contaminated but
a wheel with 34 spokes is bound to
pick up some squeaks that will try to
decay the hub.

Many auctioneers and auction sale
friends have written in, asking how I
like my new home and if I miss Mul-
berry Hill, Delaware, etc. Well, I do
miss the hill and many friends in the
Delaware area, however, the world turns
for improvement and progress. Many
things and locations of today and yes-
terday are changing fast for tomorrow
and years to come.

In our home here at 401 Ontario Ave.,
Bellefontaine, Ohio, it is pleasant, we
are in a nice new section of this county
seat town. Traffic out this way is quite
light and the homes are comfortable,
the people are those who like to have a
home and live in it.

Some who have tried to drive and see
us have gotten lost and given up, yet
many have succeeded. All you have to
do to find us and our home is to have
someone direct you to the Logan County
Fairgrounds (south section of town). Our
home is just about two blocks south
of the fairgrounds. Come and see us,
the latchstring is always out and you
are welcome.

We are not like the fellow who tried
to tell us where he lived. He said he
lived on ‘“Tough” street and the farther
down the street you went the tougher
it got and he said he lived in the last
house. Another time, I was down in
Kentucky, and tried to drive through
their knotted hill country. In doing so
I finally got lost and asked a young
man for help. I asked this man what
road I was on, what town did it lead
to, where could I strike a numbered
highway, and his answer to every ques-
tion was, I don’t know.” I finally got
mad and told him he didn’t know much
and he smiled and said, “I know I'm
not lost.”

My suggestion for the improvement of
this publication and more interest in
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each state auctioneers association is for
each of them to appoint a reporter to
see that they have a short column in
each issue pertaining to their state. They
could write news of their association
and tell of some recent auctions in gen-
eral.

As “IN UNITY THERE IS
STRENGTH” in news items you would
be adding to that unity through addi-
tional interest in your own respective
states.

Thanks for reading and I am always
glad to hear from you. I wear bullet
proof pants at all times, reinforced in
the rear, so fire away.

Look upon the day-star moving,
Life and time are worth improving.
Seize the moments while they stay.
Seize and use them
Lest you lose them
And lament the wasted day.
—Inscription on an old sun dial.
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Col- E. E. McClure
Dies At Age 83

Col. Edward M. McClure, 83, of St.
Joseph, Mo., probably the most widely
known early-day automobile and horse
auctioneer in the nation, died July 13
at St. Joseph, Mo., where he lived since
1923.

Col. McClure started his career in 1907
and is reported to have sold more horses
at auction than any other person. He
conducted more than 5,000 horse sales,
spending 28 years at the Kansas City
markets and 23 years at St. Louis. His
sales include the International Livestock
Show, and the American Royal. He was
circuit clerk of DeKalb County, Mo., for
8 years.

He was very active in the Presbyterian
church and a number of Masonic or-
ganizations.

Taxes are like golf. You drive hard
for the green and end up in hole.

$2.50 each

$2.50 each

25¢ each; 4 for $1.00

All Items Sent Postpaid

Send your order with remittance to
THE AUCTIONEER

901 So. Jackson St., Frankfort, Indiana 46041
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Western College
Of Auctioneering

On {he opposite page are members ot
the September, 1966, Class at Western
College of Auctioneering, Billings, Mon-
tana.

Left to right, kneeling, are: Instruc-
tors, Mike Coolidge, Billings, Mont.; Jim
Messersmith, Jerome, Ida.; Jack Ellis,
Lavina, Mont.; W. J. Hagen, Bob Thom-
as, and Gene Gabel, Billings.

Second row: Otto Streberg, Camrose,
Alta., guest instructor; Delma Webb
Pine Bluff, Ark.; Jack Westcott, Glade
Park, Colo.; Charles Neff, Hagerman, N.
Mex.; Glen Bohlander, Pico Rivera,
Calif.; Ivan Cole, Tjeries, N. Mex.; Wil-
mer Pfannchuch, Pelican Rapids, Minn.;
refresher student.

Third row: John Stockard, Albuquer-
que, N. Mex.; Sam Sacco, Buffalo, N.
Y., Tony Lane, Billings, Mont.; Virgil
Little, Silver Lake, Ore.; Ervin Cripps,
Gentry, Ark.; Charles Harvey, Walla
Walla, Wash.

Fourth row: Marley Duclo, Laramie,
Wyo.; Alan Black, Casper, Wyo.; Jay
Webb, Deseret, Utah; John Hoskins,
Norwood, Colo.; Floyd Hustead, Amaril-
lo, Tex.

Back row: Jim Rowland, Melfort,
Sask.; Lyle Potter, Norfolk, Nebr.;
Whaylan Lester, Albuquerque, N. Mex.;
Phillip Reed, Norwood, Colo.; Grant C.
Wood, Parker, Colo.; Paul Malone,
Farmer, Wash.; Fred Reed, Crawford,
Nebr.; and Alan Odden, Lake Preston,
S. Dakota.

Marketmen Organize
In New Mexico

Albuguerque, New Mexico . . . . The
New Mexico Livestock Markets Associa-
tion was organized at a meeting in Al-
buquerque October 1 with James Fitz-
simmons, Las Vegas Livestock Commis-
sion, Inc., Las Vegas, elected acting pre-
sident.

The business trade association of New
Mexico’s twelve competitive livestock
markets, all of which merchandise and
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sell livestock by auction, will function
to maintain and uphold strict financial
and trade practice standards of public
responsibility, according to the market-
men present.

C. R. Boucher, markets representative
of the Certified Livestock Markets As-
sociation, industry trade body of over
800 trade name certified livestock mar-
ket businesses, was elected temporary
executive secretary. Ten New Mexico
livestock markets are presently qualified
in that trade organization and subscribe
to the industry’s adopted Code of Busi-
ness Standards.

Lee S. Garner, director, and Ken
White, member, of the New Mexico Cat-
tle Sanitary Board, were instrumental
in calling the meeting. White is presi
dent of Ranchers & Farmers Livestock
Auction Company, Inc., Clovis.

Fitzsimmons announced that the group
would meet in November to adont com-
petitive livestock market qualifications
and business standards which it propos-
ed to submit to the New Mexico Cattle
Sanitarv Board for its consideration in
administration of the present state laws.

Last year, the livestock markets of
New Mexico sold for the customers In
their trade areas nearly one-half million
head of cattle at competitive prices ex-
ceeding $50 million dollars. The volume
of a majority of the State’s same mar-
kets this year is running ahead of those
totals.

MY FAVORITE AUCTIONEER

Hammer in one hand, mike in the
other, -

He sells his ‘“product” like no other,

His winning smile and cunning ways

Makes him ‘‘tops’ in any place.

Tries his best to get “top dollar”
So the dealers won’'t all holler.

But sometimes he gets rather sore
When a dealer says ‘I need a little
more.”’

His flattery is like rare perfume.
Makes any damsel melt and swoon.

Known as ‘“Bud” to all his friends,
He always tries to make amends.

N: G.
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Auction Shorts

Received a letter from J. L. Hender-
son, President of the Mississippi Auc-
tioneers Association, Gulfport, Miss., in
which he referred to an item in ‘““The
Auctioneer” where we had sold land at
Public Auction.

To best convey to you why his refer-
ence to the article about selling Real
Estate at Auction I am quoting a para-
graph from his letter as follows: ‘““There
seems to be no one in this area with
any experience in real estate auction
sales. Can you suggest any book or pub-
lication that might be of help to us in
learning this business. Thank you for any
suggestions.” End of quote.

Realizing that there are states, coun-
tiles, communities and areas where the
selling of real estate at public auction
1s still something to be desired, I am
offering the following suggestion:

It seems to me it would be most in-
teresting if some of the Auctioneers who
frequently handle or specialize in real
estate auctions would tell, through ‘‘The
Auctioneer’’ their systems and methods.
A description of the auction from solicit-
ing the sale to the closing of the trans-
action would certainly be educational.
Also, comments as to why Real Estate
everything thats favorable for good na-
Auctions are prevalent in certain areas
and unheard of in others would be in-
teresting.

Henry Buss
Columbus, Nebraska
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Convention Dates

Novenuber 27-28 — Indiana Auctioneers

Association, Sheraton - Lincoln Hotel,
Indianapolis.

December 4— Federation of Indiana
Auctioneers, Sheraton-Lincoln Hotel, Ind-
lanapolis.

December 10 — Florida Auctioneers
Association  (Organizational Meeting)
Cherry Plaza Hotel, Orlando.

January 7-8 — Ohio Auctioneers As-

sociation, Nationwide Inn, Columbus.
January 21 — Mississippi Auctioneers
Association, Hotel Heidelberg, Jackson.
June 9-10 — South Dakota Auctioneers
Association, Holiday Inn, Aberdeen.
July 20-22 — National Auctioneers As-
sociation, Pick-Congress Hotel, Chicago,
I11.

Auction Receipts In

Southwest Increase

Atlanta, Georgia — The 1965 volume
of livestock sold competitively by auc-
tion in the Southeast region of six states
exceeded 8.2 million head, according to
the figures compiled and released by
Bruce J. Johnson, markets representa-
tive in the area for the Certified Live-
stock Markets Association.

Tennessee livestock markets lead in
the volume of cattle numbers with
1,087,488 head plus 307,529 head of swine
and 37,6561 head of sheep and lambs.

Georgia markets sold the most swine
with 1,321,591 head and 964,138 head of
cattle.

In Alabama, the livesiock markets
sold 1,056,490 head of cattle and calves,
767,834 hogs and pigs, 9,394 sheep and
lambs and 9,793 horses and mules.

North Carolina livestock market sales
amounted to 469,838 cattle and calves,
and 636,264 hogs and pigs.
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In Sou.h Carolina, the total count of
livestock sold by the markets in that
state was 274,360 cattle and calves and
370,141 hogs and pigs.

Total market volume in Florida was
636,046 cattle and calves and 282,879 hogs
and pigs.

According to Johnson, the volume of
livestock being merchandised and sold
throughout the six state region in 1966
1S running ahead of last year.

FORGIVE ME WHEN I WHINE

“Today upon a bus I saw a lovely maid-
en with golden hair;

I envied her — she seemed so gay—

And oh, I wished I were so {fair.

When suddenly she rose to leave I saw
her hobble down the aisle.

She had one foot and wore a crutch

But as she passed, a smile—

Oh, Cod, forgive me when I whine—

I have two feet — the world is mine.

And when I stopped to buy some sweets
The ITad who served me had such

orite magazine, ‘“The Auctioneer”.

your desk top or in your bookcase.
Send check or money order to:

901 S. Jackson St.

File and preserve your copies of your national trade journal. Attractive on |

THE AUCTIONEER

charm;
He seemed to radiate good cheer,
His manner was so kind and warm.
[ said, ‘It’s nice to deal with you, such
courtesy I seldom find’.
He turned and said, ‘Oh, thank you sir!’
And, then I saw he was blind—
Oh, God, forgive me when I whine—
I have two eyes — the world is mine.

Then, walking down the street 1 saw a
child with eyes of blue.
He stood and watched the others play;
It seemed he knew not what to do.
[ stopped a moment, then I said,
‘Why don’t you join the others, dear?
He looked ahead without a word—
And then I knew he could not hear—
Oh, God, forgive me when I whine—
I have two ears — the world is mine

With feet to take me where I'd go—
With eyes to see the sunset glow—
With ears to hear what I should know—
I’m blessed indeed — the world is mine
Oh, God, forgive me when I whine.”
—Arthor Unknown.

Now
A Binder For
“The Auctioneer”

$2.50 Postpaid

A beautiful maroon and gold binder that holds one year’s issues of your fav- I

Frankfort, Ind. 46041
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A Famous Auctioneer

Tells Of His Trade

By Neill M. Clark

(2nd installment)

This is a continuation of the
article on Page 18 of the October
issue. It is a reprint from AMER-
I[CAN HERETAGE magazine of
more than 40 years ago and furn-
ished to ‘‘The Auctioneer’” by
Walter Carlson, Triment, Minn.

“An optimistic buyer, in a pleasant

frame of mind, will pay more any day

than a grouchy buyer. One of the auc-
tioneer’s biggest tasks is to keep every-
body happy and good - natured. The
lightest trace of ill humor on his part
will lose him his crowd; and if you
lose your crowd, you're gone. You must
steer an even course, at the same time,
and be sure that you are Kkidding in
the right way. A little kidding and re-
partee goes a good deal iurther than
telling funny stories. Unless ihe story
fits in just right, your crowd is likely
to wish that you had stuck to your
chips. But repartee is rapid - fire, and
the crowd likes anything direct and un-
expected. I remember once when a calf
stepped on a man’s foot. ‘Frank,” I said.
“is that catalogue wrong? It says that
the calf weighs just five hundred pounds
—how about it?”

“ ‘T'll say it’s nearer a thousand,” he
growled good-naturedly.

“The ring was muddy and the man
was wearing heavy rubber boots that
looked as big as steamboats.

““ “Then,” I said, ‘would you mind
moving your foot and letting the rest
of the crowd see that heifer?’

“But an auctioneer must be on his
toes all of the time, and be sure that
his repartee is to the point. For if there
1Is one thing you need in a sale, it is
action. Sometimes, if the crowd jams in
the aisles, I'll ask them politely to step
back and let the animals into the ring,
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‘All except the bow-legged people; they
may remain in the aisles.” That invar-
lably moves them back, laughing as they
go.

“I always make a point of calling the
buyers and sellers by name too. It
pleases them to be identified. Suppose
I am crying a sale up in Canada, and
I see a stockman from Missouri who
has come up to look at some animals
he thinks he may want. Perhaps he
doesn’t know a soul in the crowd and
feels rather out of it. It doesn’t do to
let a buyer feel lonely; it’s not a good
mood for buying. So I spot him, ask
about his herd in Missouri, and im-
medciately he feels at home and in a
good humor. He’s ten times more likely
to spend the money he came to spend.
A few pleasant words at the right time
goes with individuals as well as with
crowds. And it’s just as easy to say
something nice and pleasant as to say

somthing thoughtless or sarcastic, just
to get a laugh.

“At a show I like to go ’'round and
meet the exhibitors, most of whom I
know. I always make it a point to know
Just how they fared with their entries in
the exhibition ring. If a man takes first,
second, or third place, I mention it. But
if he didn’t get a place, he doesn’t
want to be reminded of it, so I don’t
say anything to him about his entries.
People always like to discuss their suc-
cess; but you can make many a fine
enemy by insisting on sympathizing ov-
er failures

““The auctioneer’s state of health is
very important. I take mighty good care
of mine. Personality, that quality that
enables a man to influence another, is a
mighty hard thing to put your finger
on; but I believe that good health and
consequent good spirits is a part of it.
If I am not feeling up to the mark,



IN UNITY THERE

IS STRENGTH

I never let on. Suppose I go to a town
to conduct a sale and the owner meets
me at the train. His first question al-
ways 1s:

*“ ‘How are you, Fred?’

“Put yourself in his place. That sale
means thousands of dollars to him. If I
tell him I'm not feeling well, or that I
didn’t sleep the night before or am off
my feed, it is serious for him. ‘Good
lord,” he thinks, ‘Reppert’s sick The
sale will be a fizzle.” And that means
gloom all around.

““So, no matter how I may be feeling,
I give him my heartiest shake and a
cheerful grin. I keep myself fit. I have
no use for liquor or tobacco. I try to
be in bed as early as eight-thirty or
nine. I get up at daylight, winter or
summer. I am at my office before most
people are out of bed. Before nine
o’clock, I've about finished my day’s
work there, because I take advantage of
the time of day when the brain is work-
ing the fastest.

“One of my favorite mottoes is ‘Get
up when you wake up and wake up
when you get up.” The moment I wake
I put my feet to the floor and ‘snap
into it.” You get a momentum that way
that carries you through the day. And
I take a lot of exercise, too; I walk
as much as possible and I never neg-
lect my setting-up exercises. I believe
In working hard while I'm working; but
I play in the same way. When I lock
up my desk at two o’clock, I lock up
my business cares and forget them.
Next day I bring a fresh, clear mind to
the problem, and usually find that it
has settled itself in the interim.

““The auctioneer, you know, cannot be
a trailer—he has to lead his buyers. And
so he must be ready at any time for
any emergency. You often need momen-
tum to carry you along at an auction.
Sometimes, when the prices are com-
ing slowly, I stop short and say: ‘Listen.
We've been working pretty steadily here
—let’s stop and take a rest for a min-
ute. Get up and stretch your legs. The
bid rests at five hundred and fifty.’

“When we get back to the bidding, I
start in at four hundred and fifty. The
man who had the last bid thinks I've
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Col.

Fred Reppert
1877 - 1946

forgotten him. I haven’t. But I want mo-
mentum, and I get it by swinging up
the bids to five hundred and fifty a-
gain, and by that time we’re going
strong. Usually it carries up the price.

“At a sale, you bring your tops on
first, the animals for which you expect
to get the best prices. If you try the
other way around and bring on the low
bids first, it sets a low standard, and
you find it hard to get a thousand dol-
lars, say, for an animal that should
bring even more. But trot out your top
attraction first and knock him down for

fifteen hundred, and when the lower
grade comes along the buyers remem-
ber the first sale, and consider the se-
cond bidding as dirt cheap.

“I alway use suspense to get speed,
too. Once you let bids drag, it’s hard
to get even fair price. If the bidding
is brisk, the buyers get the impression
of a sharp demand. They think maybe
they won’t get what they want unless
they get busy—so they get busy.

“Everything depends on being confi-
dent and showing it. Confidence begets
confidence.  Sometimes, even though
you do not feel as confident as you
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might like about a situation, you can
look confident.

““Moreover, an auctioneer has to play
on every quirk in human nature that
may bring the bids he wants. If he can-
not do this, he won’t be much good in
the business. He must encourage com-
petition where it isn’t keen, and direct
it where it is keen. He has to make
some quick decisions — and stick to
‘'em when he has made them.

“I remember in Missouri one time, a
tornado completely ruined the sale pa-
vilion about an hour before the sale.
We hustled together some temporary
seats in a shed and held the sale on
schedule. I never postpone a sale that
can possibly be held, even if I wou'd
have to hire an airplane to get there.
Once, when I had chartered a special
train to make connections to reach a
sale at Jackson, Mississippi, the porter
was very curious to know just what the
train had cost. I didn’t care particularly
to dwell on the price, for the sale
brought me only one hundred and twen-
ty-five; but I told him, ‘Four hundred
and twenty-three dollars”

“He almost dropped the bag he was
carrying.

“ ‘Gosh, boss,” he exclaimed in awe,
‘I’d sure stayed at the other end’

“One of my most interesting sales was
held at Ed Baxter’s place Pawnee,
Illinois. Uncle Ed, as everybody -calls
him, was selling a champion Duroc hog,
Buddy K the Fourth, and we believed
that there was a chance to hang up a
new world’s record price, for several
buyers wanted him badly enough to pay
well for him. In fact, two sets of farm-
er syndicates had been formed to get
him. Also, the McNeil Brothers, a pair
of as good fellows and good sports as
you find anywhere, wanted him. And a
man named Kreshel, who had originally
bred the hog and later sold him to Uncle
Ed, wanted to buy him back.

“When the hogs were brought in, bids
came fast. Even at a record price, the
Duroc was reckoned a good buy, not
only for his actual worth, but also for
his advertising value, and the bidders
were all in dead earnest. In addition,
Kreshel had a sentimental interest in
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wanting him back. The excitement grew
keener and keener until the bid rested
at forty-nine hundred dollars.

“Then Kreshel rose. He was on the
top tier of seats surrounding the ring,
and every eye turned on him as he
shouted, ‘I'll give five thousand dollars,
and I've got the cash right here to pay
it?!

“Everybody cheered. It looked as it
the sale was over. I began a neat little
speech preparatory to closing the sale,
remarking how fitting it was that this
magnificent hog, Buddy K the Fourth,
should return to his original owner as
the world’s champion, brought back at
a world’s record price — when I noticed
iugh McNeil’s hand, signaling a raise.
I hurriedly changed the ending of my
speech:

“ ‘But,” T added, ‘pleasant as that
thought is, we’ll postpone considering it
for a moment, for I am now bid five
thousand and twenty-five dollars.’

“There was a dead silence for a mo-
ment and then Kreshel wound up the
climax with another shout:

‘“ ‘T wouldn’t give another cent for
him,” he yelled, ‘not another cent’

““So Buddy K the Fourth went to the
McNeil Brothers.”

Reppert’s biggest day as an auction-
eer netted him fifty-two hundred and
fifty dollars for the afternoon’s work.
Not a bad pay check for a day. Let
him tell it:

‘“It was the middle of February and
bitter cold, twenty below and lower. We
were going up on the train from Sioux
Falls to hold a sale for Larry Pinard,
near Wessington Springs, South Dakota.
About twenty-five buyers were aboard
the train, as well as myself.

“When we got as far as the railroad
took us, we were still three miles from
our destination; but no vehicle could get
through, for there had been a tremen-
dous fall of snow. The buyers were all
for taking the next train back, and if
they had gone there would have been
no sale that day. Now, I had to think
about keeping myself in good physical
condition and good voice; but I knew
that the sale ought not to be postponed.
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Larry Pinard had just sold his prize
bull, Richard Fairfax, at private sale
for a record price of fifty thousand dol-
lars, and the animals to be sold at auc-
tion were products of that sire. The time
to get good prices for them was then,
while the news of the price Richard
Fairfax had brought was fresh.

“So I buttoned up my overcoat.

*“ ‘Come on, you fellows’ I said, ’you
aren’t going to let a little weather beat
you, are you? Think of Larry Pinard
He’s spent thousands of dollars adver-
tising this sale and getting ready for it.
If it’s called off, he’ll lose all that mon-
ey, and, besides, you can’t make any
of the money that you expected to by
buying this stock.’

“By a mixture of jollying and argu-
ment I got them to go with me. We
waded through snow waist deep on the
level, and neck deep in drifts, in the
bitter cold, and finally got to Larry
Pinard’s. The buyers who came with
me were the only ones who showed up.
But with this handful, we held an ex-
traordinary sale. We sold forty-five ani-
mals at an average price of two thou-
sand dollars a head.

“One lot of seven heifers was put up
in a bunch, the successful bidder to
take one or as many as he chose at
a rate of the bid price. I worked these
seven up to eleven hundred and twenty-
five dollars; that is, that was the price
bid for one animal, with the privilege
to the bidder of taking as many of the
seven as he chose at the same price.
I knew I could work the bid still high-
er, but if T did so, it would probably
result in selling just one or two of the
top heifers out of the seven. I was eager
to sell all to one buyer, and finally
ucceeded in doing so — to Ferguson
Brothers, of Camby, Minnesota. I made
the sale over Mr. Ferguson’s earnest
protest; he inited he didn’t want all
seven. I practically high-handed him in-
to taking them, for I knew I was doing
him a good turn.

“The next spring we were conducting
a sale for Ferguson Brothers. Those sev-
en heifers were put up for re-sale. I
asked Mr. Ferguson what prices he ex-
pected to realize, and he told me he
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thought he would be lucky if he got back
as much as he paid for them—’the ones
you wished off on me at Larry Pinard’s,
he put it—plus the cost of wintering
them.

“ ‘How much do you figure wintering
cost you?’ I asked.

““ ‘About a hundred and twenty - five
dollars apiece,” he said.

“ ‘T’ll allow you two hundred dollars
aplece, and make you a proposition,” I
offered. ‘The heifers, at the price you
paid, plus wintering, at my figure, stand
you thirteen hundred and twenty - five
dollars apiece. I'll pay you every cent
the heifers average less than thirteen
hundred and twenty-five dollars, if you’ll
split fifty-fifty with me on every cent
they average above that.’

“He agreed. I laid myself out to make
some money. We sold the seven heifers
for an average price of more than two
thousand dollars

“When my end of the day’s receipts
was figured up, they owed me forty-
two hundred and fifty dollars.

“That wasn’t all. Another man had
advertised a sale for the following day,
which I was to conduct. His herd was
smaller and not so interesting, and many
buyers who came for the Ferguson sale
would not have waited over a day. He

was going to pay me five hundred dol-
lars; but when he saw how successfully
the Ferguson cattle were going, he of-
fered to double my fee, making it a
thouand dollars if I would sell his cat-
tle immediately after I got through with
Ferguson Brothers.

“I did; and took home checks for fifty-
two hundred and fifty dollars for the
afternoon’s work”’

Wishing won’t make it so, but thinking
of yourself as being young can help you
stay that way. Researchers at the Uni-
versity of North Carolina found that a
person who considers himself young or
middle-aged instead of old tends to have
better reflexes. He finds it easier to
cope with stress and is better adjusted
emotionally than his counterpart who
“thinks old.”
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Auction Market Business

Ajusts With The Times

(Reprinted from WESTERN LIVESTOCK REPORTER, Billings, Mont.)
By CLARK E. SCHENKENBERGER

The livestock auction market business
1S a never-constant, ever-changing force
in the livestock industry.

If you stop and think for a moment,
you’ll find no surprise in that statement.

Like any other business, auction mar-
kets must be aware of new demands
by the livestock industry and ready to
offer new services when required.

As evidence of the need for continued
adjustment, consider the many new mar-
kets that have been built in the past
couple years, or the numerous re-model-
ing jobs on existing market facilities.

This is not an attempt to list all con-
struction jobs on livestock markets in
the Northwest area, but is only a quick
search of memory over the past two
years. New facilities have been built or
are in the process of being built at Tor-
rington, Wyo. Carrington, N. Dak., Sid-
ney, Mont., Kalispell, Mont., Portland,
Ore. and Faith, So. Dak.

Re-modeled facilities include Gillette
and Riverton, Wyo., Twin Falls, Black-
foot, Shoshone and Jerome, Idaho, El-
lensburg and Ofhello, Wash., Bowman,
N. Dak., Vale and Baker, Ore., Sturgis,
Mobridge and McLaughlin, S. Dak., and
Gordon and Chadron, Nebr.

In each case, the latest and most con-
venient of marketing machinery is used
and installed. Scales are electronic, pens
are easily cleaned, handling of livestock
is efficient and safe. and customers and
patrons are catered to with air condition-
ed arenas, attractive lounges and eating
facilities and convenient office services.

The day of the poorly lighted, poorly
heated sales pavilion with hard board
seats, cracks in the walls, dusty pens
and a fly be-decked table for coffee and
donuts is becoming a thing of the past.

Ownership is changing too. In many
cases, markets have changed ownership
during the past few years with the re-
sult that facilities have been enlarged

(R

and improved. Ownership structure is
often changed to include another part-
ner or two, who pour in some additional
capital enabling marketing services to
be enlarged or increased. Father - son
teams have evolved which provide a
market with the time - honored exper-
ience of the father and the fresh new
ideas of the son. Here again the result
1s better livestock marketing services.

The operation of an auction market
isn’t an easy life. The hours are often
long and erratic. Livestock producers by
nature are generally sharp operators
and won’t stand for any shenanigons.
Livestock buyers are also sharp opera-
tors who demand a dollar value for dol-
lar spent. The market operator usually
finds himself in the middle and blamed
for any difficulties that may arise.

A marked factor in auction market
operation is the compliance to federal,
state, and local regulations. Since mar-
kets do not themselves own any of the
livestock, but act as agents only Dbe-
tween the seller and buyer, rules and
regulations are quite strict and surveil-
ance is constant.

But whatever faces the auction market
man, he is in a growing business with
an ever widening spectrum of activity.
During the past few years, many termi-
nal markets have added, or have gone
over completely to auction selling.

There are problems associated with
such a change, to be sure, but the end
justifies the means.

The slogan ‘‘there is action in the auc-
tion”” points out that the consistent {op
dollar for livestock marketing is obtain-
ed through the chant of the auctioneer
at your local livestock auction market.

“Not good if detached” applies to as-
sociation members as well as to bus
tickets.
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Auction Or Farce?

Following is a reprint from an Ind-
iana Daily Newspaper. Your comments
are welcome,

Who says houses are hard to sell?

Sheriff Jim Fisher auctioned one off
Thursday in a few minutes, despite the
absence of bidders and the presence of
a steady roar from some equipment be-
ing usSed to repair the Courthouse.

Fisher was scheduled to sell the house
Thursday morning in a sheriff’s sale,
and an insurance company representa-
tive was ready to buy it. But the sheriff,
a meticulous man with the law, decided
he needed some more bidders to make
the sale legal.

That’s where Ernest Goodwin, presi-
dent of the County Council, came in, a-
long with a local reporter. Fisher spotted
them at the Courthouse coffee stand and
asked if they’d be extras at his auction.

capacity, doing a good business.

For Sale
Well Established Auction House

and Furniture Store

Been in operation 13 years, with auction once each week. Over
8,000 square feet of display, storage and auction space. Large seating

After hustling them off to the east
steps of the Courthouse, Fisher read a-
loud the legal notice of sale while the
two new bidders finished their coffee.

Nobody heard anything, because the
repair equipment was going at the bot-
tom of the steps.

When it was time for the auction,
Goodwin suggested to the reporter that
they get together and outbid the insur-
ance company.

He started the bidding at $2,000. Or,
at least it sounded like he said $2,000.

The reporter suddenly raised it to
$8,000.

“You’ll go to jail for that,” Goodwin
told him.

“I didn’t hear that last figure,” Fish-
er said into the noise, and he knocked

down the house to the insurance man
for a little over $7,000.

The sighs of relief from all four men
could almost be heard above the ma-
chinery.

Also, large 2 story home with 2 baths and full basement. Very

Selling because of illness.

Part terms it desired. Lcoated at North Platte, Nebraska.

For further information contact

- (amfield Real Estate Agency

Phone 532-6213

' Box 655

well located, with 2 separate entrances.
On 87,260 square teet ot land with large parking area.

North Platte, Nebraska 69101
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ALABAMA

Col. J. M. Casey—Birmingham
Col. John A. Horton—Huntsville
Col. Ed T. Hyde—Talladega
Col. J. P. King—Gadsden

Col. M. S. Pennington—Huntsville
Col. Freeman Smith—Long Island
ARIZONA

Col. Leroy Longherry—Phoenix
ARKANSAS

Col. Milo Beck—Rogers

Col. Leon Brinkley—Monette

Col. J. C. Dyer—Nashville

Col. W. E. Hancock—Jonesboro
Col. Virgil Irwin—West Memphis
Col. Paul Robbins—Manila

Col. Howard E. Rogers—Lonoke
Col. B. R. Tucker—Little Rock
Col. James E. Wilson—Hot Springs
Col. Brady L. Wooley—Little Rock
CALIFORNIA

ThH
pear
have

Boosters for ‘The Auctioneer’

e members whose names ap-
under their respective states
each given $5.00 for their

names to appear for one year in sup-
port of their magazine. Is your name
among them? Watch this list of
names grow.

Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.

Col

Ed Gibson—Denver

Emmett L. Harbour—Denver
Herman W. Hauschildt—Denver
Cookie Lockhart—Steamboat Springs
Si Lockhart—Steamboat Springs
Gary Marchand—Canon City
Dave Loose—Fort Morgan

R. W. Oversteg—Delta

Daleard Pettijohn—Boulder
John Rainey—Glenwood Springs
Fred J. Ramaker—Denver

Jim Rich—Wheat Ridge

E. W. Robbins—Gunnison
Howard Roland—Grand Junction
C. W. Rosvall—Denver

Reuben J. Stroh—Loveland
Howard Shults—Lakewood

E. S. Van Berg—Sterling

Troil Welton—Wray

Lyle D. Woodward—Denver

CONNECTICUT

Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.

Col

Bill Arrnold—Grover City
Murl Bernard—Mira Loma
Tom Caldwell—Ontario

John Cleator—Topanga
Keith Cullum—Pomona
Marsh Dozar—Los Angeles
Melvin H. Ellis—W. Sacramento
James Gibson—Hayward
Phil Hanson—Santa Ana
Harold Henry—S. San Gabriel
Rudy Larkin—W. Covina

Ray Roberson—Grover City
Morris Schwartz—Hollywood
Otto Seeberger—San Diego

E. V. Wing—Gerber

COLORADO

Col.
Col.

Ernie Austin—Greeley
Byron E. Mangan—Berthoud
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Col. Tolbert A. Breed—Windsor

Col. William J. Josko—Southport

Col. Richard K. Mather—Granhy

Col. Al Tirelli—Hartford

DELAWARE

Col. Crawford Carroll—Dover

Col. Riley Jefferson—Lincoln
DISTRICT OF COLUMBIA

Col. Ralph A. Weschler—Washington
FLORIDA

Col. R. E. Baxla—Lakeland

Col. N. Albert Bond—Orlando

Col. Louis C. Dell—Sanford

Col. Martin E. Higgenbotham—Lakeland
Col. Sidney P. Hough, Tallahassee
Col. Bernard Jellema—Ft. Lauderdale
Col. Kenneth Jones—Edgewater

Col. Thomas A. Scarane—Miami
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Col. Joseph F. Sedmera—Lakeland
Col. Wayno ‘“Tex’’ Steuart—Tampa
Col. P. Frank Stuart—St. Petersbhurg
Col. Leonard R. Wilson—Daytona Beach
GEORGIA

Col. George E. Collins—Decatur

Col. Joe Ellis—Moultrie

Col. R. A. Waldrep—Gainesville
HAWAII

Col. Louis L. Stambler—Honolulu
IDAHO

Col. William Dippel—No. Lewistown
Col. Irvin Eilers—Kimberly

Col. Jim Messersmith—Jerome

Col. John Wert—Wendell

Col. Robert L. Wesely—Boise

ILLINOIS

American Auction Associates—Chicago
Col. Ben Barrett—Easton

Col. H. S. Beeney—Peoria

Col. Leo J. Bree—Aurora

Col. Wes Chapman—Seneca

Col. Gordon Clingan—Danville

Col. George W. Cravens—Williamsville
Col. Dan Danner—Glenview

Col. John H. Dieken—Pecatonica
Col. W. P. “Bud” Drake—Decatur
Dunning’s Auction Service—Elgin
Col. Mike Fahnders—Pekin

Col. “Mr. Ed” Flynn—Lake Zurich
Col. Luke J. Gaule—Springfield
Col. William L. Gaule—Chatham
Col. Michael M. Gordon—Chicago
Col. Ray Hudson—Morrisonville

Col. Lane R. Hyett—Aledo

Col. Charles F. Knapp—Cissna Park
Col. A. R. McGowen—Qak Lawn
Col. J. Hughey Martin—Colchester
Col. Clay H. Metz—Des Plaines

Col. Michael Modica—Chicago

Col. Jerry C. Moore—E. St. Louis
Col. J. H. Oberwise—W. Chicago
Col. E. L. “Butch” Olson—Morris
Col. Paul D. Pastore—Chicago

Col. Melvin R. Penning—Forreston
Col. Fred G. Quick—Aurora

Cols. L. Oard & Lloyd Sitter—Anna
Col. Tom Sapp—Springfield

Col. Fred H. Schneider—Yorkville
Col. Herman F. Welch—Downers Grove

INDIANA

Col. Wallace Bucher—Francesville
Col. James A. Buckley—Shelbyville
Col. Ray Clark—Dyer

Col. T. M. Dunlevy—Jeffersonville
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Col.
Col.
Col.

Col.
Col.
Col.
Col.
Col.
Col.
Col.

Elmer ‘“Joe’”” Evans—Pittsboro
Leo Grindley—Ft. Wayne

Bob L. Harrison—Monticello

Hubert L. Jones—South Bend

August Meltzer, Jr.—Lake Village

Amon H. Miller—Evansville

L. W. “Bill” Porter—Brownshurg

Donald ‘“Mike” Porter—Morocco

Walter G. Price—Indianapolis

Earl Ray—Tangier

Col. D. Noble Ratts—Indianapolis

Col. Kenneth Ratts—Spencer

Reppert School of Auctioneering
—Decatur

Rossville Auction Exchange—Rossville

Col. Romayne Sherman—Goshen

Col. Lewis E. Smith—Cicero

Col. Noble Stokes, Jr.—New Castle

IOWA

Col. Bart Bielenberg—Schleswig

Joy & Johnson Auction Co.—Ames

Col. Paul A. Pauley—Harlan

KANSAS

Col. Jack D. Sheets—Wellington

Col. Clifford Reese—Osage City

Col. E. T. Sherlock—Goodland

KENTUCKY

Col. Adrian Atherton—Hodgenville

Col. James O. Briggs—Stanton

Carter Realty Auction Co.—Scottsville

Col. Wayne Kessler—Campbellsville

LOUISIANA

Col. Jack C. Minter—Jennings

MAINE

Col. George A. Martin—East Lebanon

MARYLAND

Col. Robert H. Camphell—Annapolis

Matthews & Reedy, Auctioneers—Hamp-
stead

MASSACHUSETTS

Col. Henry A. Berman—Worcester

Col. Stephen D. Cardelli—Byfield

Col. Norman L. Chagnon—Worcestor

Col. Anthony Ferolito—Cambridge

Col. Phil Goldstein—Boston

Col. Edward L. Hopkins—Boston

Col. Abe Levin—Fitchburg

Col. Frank ‘“Honest Chuck’” Onischuk
—Westminister

Col. Leonard Sheinfeld—Boston

MICHIGAN

Col. Edward E. Bilbruck—Birmingham

Col. Harold M. Bloom—Midland

Col. Marvin Freeze—Niles

Col. John M. Glassman—Eau Claire

Col. Freeman F. Glenn—Jeddo

Col. Jack W. Hall—Lake Orion
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Col. Bob Handrich—Fairview Col. Richard W. Bronstein—Buffalo
Col. William Podell—Grand Rapids Col. Paul W. Calkins—Peru
Col. Garth Wilber—Bronson Col. Ernie Davis—Poughkeepsie
MINNESOTA Col. John DiBello—Sterling
Col. Bert Trane—Karlstad Col. Hy Fogel—Baldwin
MISSISSIPPI Col. Clarence Foss—Holland
Col. Lew Henderson—Gulfport Col. Herb Fox—Horseheads
Col. S. E. Gelvin—Tunica Col. B. F. Hayes—Forest Hills
MISSOURI Col. Thomas J. Jacobs—Angola
Col. Ken Barnicle—Ellisville Col. Victor Kent—Hinsdale
Col. Claud N. Griffin, Jr.—Trask Col. George K. Lusk—Rochester
Col. Buster Hewkin—Cuba Col. Donald W. Maloney—Syracuse
Missouri Auction School—Kansas City Col. William Maloney—Syracuse
Col. Jerry D. Popplewell—Amity Col. Crawford McFetridge—Penn Yan
Col. Larry W. Reed—Rich Hill Col. Pete Murray—Ballston Lake
Col. Helen Schumacher—Kansas City Col. Ronald Reed—Sherman
Col. Don V. Whetsel—Craig Col. Kenneth M. Rice—Hamburg
MONTANA Col. Harold Spoor—Baldswinville
Col. Michael Coclidge, Jr.—Billings Col. Ben Schwadron—Forest Hills
Col. Wm. J. “Bill”’ Hagen—Billings Col. David H. Tracy—Pavilion
Col. Earl W. Kinney—Billings Col. Richard C. Tracy—Dansville
Col. R. J. “Bob” Thomas—Billings Col. Sidney White—New York City
Col. Carl O. Westermark—Shelby Col. Charles Vosburgh—Cortland
Western College of Auctioneering— Col. Harris Wilcox—Bergen

Billings NORTH CAROLINA
NEBRASKA Col. Neil Bolton—Winston-Salem
Col. W. V. “Bus” Emrich—Norfolk Col. C. D. Carpenter—Conover
Col. E. A. Camfield—North Platte Col. Gene Carroll, Jr.—Providence
Col. Mack P. Cosgrove—Omaha Col. Billy Dunn—Laurinburg
Col. Dean Fleming—Atkinson Col. Johnny Godley—Charlotte
Col. Rod Gillespie—North Platte Col. Homer E. Harden—Greenshoro
Col. Russell E. Lydiatt—Ashland Col. E. Brooks Harris—Henderson
Col. Stacy McCoy—Arapahoe Col. Ben G. Hoffmeyer—Charlotte
Col. Gerald W. P}n!hps—Wallace Cou. W. Craig Lawing—Charlotte
Col. Grant R. Phillips—Wallace Col. Forrest A. Mendenhall—High Point

Col. Jim Walker—Omaha

Col. Rex Young—Plattsmouth

NEW HAMPSHIRE

Col. Merle D. Straw, Jr.—Seabrook
Col. Paul W. Lawton—Chesterfield
NEW JERSEY

Col. Fred R. Daniel—Neshanic Station
Col. Ralph S. Day—Leonia

Col. John Flynn—Trenton

Col. Harvey W. Lee—Salem

Col. John R. Potts—Neshanic

Col. Herbert Van Pelt—Readington
NEW MEXICO

Col. ElImer Bunker—Albuquerque

Col. Monroe Goree—Roswell

Col. James Priest—Clovis

The New Mexico Auctioneers

Col. John Overton—Albuquerque

Col. W. T. “Wag”’ Wagner—Farmington
NEW YORK

Col. Roy Abbey—Angola
Col. Tim Anspach—Albany
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Col. A. T. Morris- -Durham

Col. Hugh Simpsun—Union Mills

Col. Kenneth W. Teague—Burlington
NORTH DAKOTA

Col. Bob Penfield—Bowman

Col. Elmer Zimmerman—Haynes

OHIO

Darbyshire & Associates, Inc.—
Wilmington

Col. Jim Bennett—Dayton

Col. Chris B. Dawson—Waverly

Col. Donald R. Florea—Milford

Col. Dale Giffin—Fleming

Col. Herman L. Hart—Bristolville

Hunter-Wilson-Mayhugh Co.—Hillsboro

Col. Gynelle M. Jones—Franklin

Col. Harry W. Kerns—Urbana

Knotts Auction School—Gallipolis

Col. 0. L. Lansaw—Middletown

Col. Andrew Lemley—Gallipolis

Col. James A. Luggen—Cincinnati
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Col. Mearl Maidment—Bowling Green
Col. James A. Marlowe, Sr.,—Warren
Col. E. L. “Red” Miller—Belpre
Col. Harley O’Day—Columbus

Col. Chester Rector—AKkron

Col. George Roman—Canfield
Smith-Seaman Co.—Wilmington

Col. Dean C. Smith—Marietta

Col. Steve Steinmetz—Springfield
Col. Ralph VanderVlucht—Toledo
OKLAHOMA

Col. Lewis W. Campbell—Wyandotte
Col. V. K. Crowell—Oklahoma City
Col. Clyde Jones—Alva

Col. Jim Richards—Spencer

Col. F. E. Springer—Red Oak
OREGON

Col. Harold E. Ball—Portland

Col. Orland J. Brenner—Medford
Col. Dick 1. Boyd—Portland

Col. Donald F. Kennedy—Portland
Col. Virgil R. Madsen—Junction City
Col. C. A. Morrison—Grants Pass
Col. Virgil Munion—Roseburg

Col. S. J. Frey—Sweet Home

Col. Lynn Walters—Clackamas

Col. Forrest Witthar—Portland
PENNSYLVANIA

Col. H. L. Frye—Pleasant Unity

Col. Jacob A. Gilbert—Wrightsville
Col. Ralph W. Horst—Marion

Col. Wylie S. Rittenhouse—Vanderbilt
Col. Wm. J. Wagner—Elizabethtown
Col. Oliver M. Wright—Wexford
RHODE ISLAND

Col. Jos. W. Champagne, Jr.—Coventry
Col. Harry Gautieri—Providence

Col. Ernest O. Maine—Hopkinton
Col. Max Pollack—Providence
SOUTH CAROLINA

Col. T. S. Bruce, Jr.—Greenville
Col. Ralph J. McClendon—Edgefield
SOUTH DAKOTA

Col. Billy Barnes—F't. Pierre

Col. Vernell Johnson—Hartford

Col. Curtis J. Price—Madison
TENNESSEE

Col. Richard W. Bethea—Chattanooga
Col. Claude H. Coleman—Madison
Col. Waylan C. Dean—Columbia

Col. J. Robert Hood—Lawrenceburg
Col. H. C. “Red” Jessee—Morristown
Col. C. B. McCarter—Sevierville

Col. L. Paul Monks—Fayetteville
Col. Bob Winton—Winchester
TEXAS

Col. Dudley Althaus—Fredericksburg
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Col. Walter S. Britten—College Station
Col. Dub Bryant—Big Spring

Col. K. L. Espensen—TYyler

Col. J. W. Foust—Lubbock

Col. 0. L. Henson—Abilene

Col. H. D. Henderson—Wolfforth
Col. Grover Howell—Dallas

Col. B. W. Jett—Fort Worth

Col. Cecil Johnson—Groesbeck

J. 0. Lawlis Associates—Houston
Col. L. “Rusty” McCamy—Bellville
Col. J. M. McCarty—Dalhart

Col. Paul R. McLaughlin—Lubbock
Col. Merle Saxe—Genoa

Col. Carl W. Self—Lubbock

Col. W. J. Wendelin—Henderson

VERMONT

Col. Ralph Bristol—Clarendon
VIRGINIA

Col. W. L. Carter—Norfolk

Col. Willie T. Catlett—Lynchburg

Col. Morris F. Fannon—Pennington Gap
Col. Harry D. Francis—Newport

Col. David H. Gladstone—Norfolk

Col. 0. D. Jordan—Martinsville

Col. Melvin Lacey—Dry Fork

Col. James E. Mullins—Pound

Col. Jack Peoples—Chesapeake

Col. Maury Riganto—Norfolk

Col. R. O. Root, Jr.—Roanoke

Col. J. E. Sutphin—Newport

Tull Realty & Auction Co.—Annandale
Col. Roy Wheeler—Charlottesville
WASHINGTON

Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.
Col.

Col.

Bob Berger—Pasco

Joel L. Burling—Edmonds
Elmer L. Burnham—Thornton
Bob Etherton—Seattle

Al Gay—Seattle

Bill Johnson—Seattle

Robert F. Losey, Sr.—Renton
John M. Mullen—Pasco

Ray W. Nelson—Redmond
Orville Sherlock—Walla Walla
Hugo Ward—Prosser

Cliff Williams—Spokane

Col. Si Williams—Walla Walla

Col. Joe Yates—Walla Walla
WEST VIRGINIA

Col. Wilbur S. Brock—Point Pleasant
Col. H. E. Covert—Charleston

Col. Ernest F. Damron—Sistersville
Col. William R. Goodwin—Buckhannon
Col. O. B. Harris—Beckley

Col. Robert S. Michael—Morgantown
Col. A. G. “Dick” Miller—Ceredo
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WISCONSIN

Col. Lester M. Bue—Beloit

Col. Earl F. Clauer—Mineral Point
Col. John L. Freund—Omro

Col. Fred C. Gerlach—Brookfield

Col. Dean George—Evansville

Col. W. C. Heise—Oconto

Col. Walter Nowatske—Mukwango
Col. Willard Olson—Delavan

Town & Country Auction—Kansasville

WYOMING

Col, Thomas Harrower, Jr.—Kemmerer

Col. Dean W. Pruitt—Casper

ELSEWHERE

Col. H, P. Higgins, Huntingdon, Quebec

Col. T. J. Jubenville, Prince George,
B.C.

Col. Ross Kemp—Listowell, Ont.

Col. Arthur O. Robatzek—Swift Current,

Sask.

THE MEMBERS SAY ...

Dear Bernie,

Thanks for your letter of July 26; I
hope the Auctioneers band together for
the good of the profession.

It’s detrimental to one’s business to
be part of a group that has two sides
and no one gives in. Our N.A.A. has
a big job that isn’t getting done. Our
membership should be tripled and our
trade magazine could be doubled in size
with more educational helps. Of what
service is the N.A.A. through out the
year? This isn’t a one man job.

What about a ‘‘National Auctioneers
Week” during the convention? Lets have
stationary labels, bumper stickers and
tional advertising. For more group re-
cognition lets work to get a U. S. Stamp
through the post office in recognition
of the continuous Art of Auctioneering
in our Country.

How about fresh ideas for promoting
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auctions. Public Relations posters avail-
able to all members. If the N.A.A. pre-
fers not handling the goods then, at
least, furnish a big list of suppliers
where goods could be bought like: PA
systems, chairs, auction stands, tents,
awnings, lights, temporary and perma-
nent signs, printing IDEAS, cuts, pic-
tures, canes, mallets, hats, emblems,
jewelry, and trick lettering ideas. ““Uni-
versal promotion and the whole profes-
sion will grow and be upgraded.”

The surface has not been scratched.
I often hear what has been done by a
few in the past and this was good, but
what about the future?

Lets’ all move forward together—with
a plan of action and the whole world
will set aside :

Sincerely,
Harold K. Keller
Mount Joy, Pennsylvania

Dear Bernie:

We certainly enjoyed the convention
at Philly, Pennsylvania. We enjoyed all
programs and as always got a lot of
helpful hints that I am sure will help us
to another successful year in the auc-
tion business.

Enclosed you will find a check for an-
other years’ dues for ‘“The Auctioneer”,
which our whole family enjoys very
much each month.

We are thankful to you and your staff
for a job well done.

Sincerely,
John Kireta
Beloit, Ohio
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Dear Sir:

Enclosed is my check for my second
year’s membership and subscription to
““The Auctioneer,” also the Booster
Page. It’s the most informative lit-
erature I've found for my profession.
You people do a terrific job. Keep them
coming.

Sincerely yours,
Murl Bernard
Mira Loma, Calif.

Dear Sirs:

I certainly enjoy The Auctioneer. I
am sorry that I could not attend the
auctioneers meeting in Philadelphia in
July. The Lord willing, I plan to bring
my wife next summer and attend. It
must really be a feast of good things
to be with so many good auctioneers.

Sincerely,
Col. Chas. B. Middleton
San Diego, California

Dear Sir:

Have been receiving ‘“The Auctioneer”
for some time now and enjoy reading
it. I have a question and maybe others
of our professian have the same. I have
been in the auction business since 1
was eleven years old and have never
known why and for what reason we are
privileged to have ‘“Colonel’’ attached to
or preceding our names. Can you help
me? My dad, Col. M. S. Bloom, now
eighty-three years old, once told me that
“Kernel” was the inside of a nut. Ha!'

Thanks a million,
J. M. Bloom
Oakley, Kansas

Dear Mr. Hart:

The first of July I moved from Chi-
cago, Illinois, back to Billings, Montana.
What a trip! Besides all the work and
confusion involved in packing and mov-
Ing, it sure was great getting back
home to Billings.

I've been so busy since I got back
working with Bob Thomas of Thomas
Sales Co. and along with the fall term
of the Western College of Auctioneering
that I failed to inform you of my new
address. It is as follows: 910 Yale, Bill-
ings, Montana 59102.

For the past two weeks I've been
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combing the country with hopes in find-
ing an opening with a livestock com-
mission company as an auctioneer, but
so far no luck. If anyone reading this
article in this part of the country, con-
nected with a commission company is in
need of an auctioneer, I would appre-
ciate hearing from them. My phone num-
ber here in Billings is 252-9797.

Bernie, I want to express my regrets
for not beging able to attend the Na-
tional Convention in Philadelphia this
year. With moving and all I just couldn’t
make it. I know my wife and I missed
a good one. One sure thing, you will
be seeing us at the convention in Chicago
in 1967.

Sincerely,
Mike Coolidge
Billings, Montana

Dear Sir:

I am a recent gratuate of the Missouri
Auction School and a very ardent sup-
porter of the auction method of selling.
Since graduation I have helped sell some
sales and have attended every auction
it was possible for me to attend.

The auction profession is very fascinat-
ing and challenging. Through auctions
I have met some very interesting in-
dividuals. T have found that the nicest
and friendliest people in the world attend
auction sales. Through the eyes of my
youth (I'm 17) I foresee a bright and
illustrious future for the auction profes-
sion. I feel that if I diligently apply
myself, sacrifice and work hard, a re-
warding career of auctioneering will fol-
low.

In order to let more people know what
I'm very auction minded, please find
enclosed my remittance to cover lapel
button, decals and bumper strips.

Thank you very much,
Dennis Hensley
Peoria, Arizona

If there is a conflict between the
rights of the state and the rights of
man, the rights of man come first. If
there is a conflict between public edict

and  private conscience,  private
conscience comes first — Norman
Cousins
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We Are Not Ready

By Col. B. G. Coats

An article appearing in the October
issue of “THE AUCTIONEER”, headed
“ARE YOU READY” by the Secretary,
Col. Hart, should have read “ARE WE
READY”. He editorializes the possibility
of selecting a site and erecting thereon
a permanent home for the National Auc-
tioneers Association, and for the mem-
bers to give an expression of their opin-
ions. ‘“Not to wait until the project 1is
under way and then criticize as to do so
doesn’t require a great amount of intel-
ligence or ability”’. Unfortunately I am
not possessed of very much of either so
I am going to give an expression of my
opinion before the ground breaking cere-
monies.

The Secretary is absolutely correct in
requesting that the membership be
heard on this vital and far reaching
project. It is the responsibility of each
and every member to voice his opinion
or forever hold his peace. The sugges-
tion of the President, that we own our
own national headquarters is most lau-
dable, but apparently fell upon deat ears
after appearing in “THE AUCTION-
EER” September issue, it either was
not read and if read met with no re-
sponse. During the past decade of our
existence this is the third time that such
a project has been broached and in the
two previous instances they were dis-
missed as being preposterous. Such a pro-
ject calls for very very long range,
intelligent planning and must be studied
from every conceivable angle and far
into the future.

At this time I am unequivocally oppos-
ed to the National Auctioneers Associa-
tion selecting a site or purchasing a site
and erecting thereon a structure fto
house the headquarters of our Associa-
tion or to buy a building for that pur-
pose. My opinion is based on two para-
mount reasons. One, we are not strong
enough numerically and two, we are not
strong enough financially. During the
past three or four years our member-
chip has remained more or less static

30

varying in membeship, give or take, ap-
proximately 200 using a base figure of
2000 memberships. If the dues were ad-
vanced to finance such a project we can
expect to lose more members than we
can recruit new members under our pre-
sent mode of operation. We can ill af-
ford to lose any members, but we can
well afford new members. If we are in
a good financial position let us stay
that way and not incur any indebted-
ness. We have our heads above water
and lets keep it that way. It has been a
long hard pull over the many years to
reach the position financially that we
have and to invest at this time in a
project that none of us can accurately
predict what the future will entail would
not be conducive to good, sound, intel-
ligant judgment. We should not entertain
such a project until such time as we
have a minimum membership of 5000
members.

Have we reached the point where we
cannot stand prosperity? If so, would it
not be advisable to spend a few hundred
dollars on a vigorous membership cam-
paign throughout every state in an ef-
fort to raise our membership to 5000
members.

If we invested $2000 on campaign ma-
terial and increased our membership by
200 new members, we would have our
investment back and all new members
over and above that figure would be
profit. Simple but it is just plain com-
mon sense. This practice has been fol-
lowed in the past, not with the Asso-
ciation’s money, but by individual mem-
bars and it paid off handsomely in new
memberships. Now it is the obligation
and responsibility of the Association to
awaken from their doldrums, arouse the
Auctioneers of America and build up
our membership to one that we can
point to with pride. Don’t be satistied
by going to a national convention with
an increase in membership of one or
two hundred new members. Go with an

increase of 1000 new members. It can
I
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be done if we establish a program and
then work towards the fulfillment of it.
If we consumate such a program every
year for three or four years we will
then be ready numerically and financial-
ly to entertain ownership of a national
headquarters. For reasons and two very
Important reasons heretofore stated, I
cannot condone at this time the involve-
ment of our Association in obtaining
their own national headquarters. My op-
inion 1s what I believe to be in the
best interest of our Association.

I urge all members to put on their
thinking caps and give a written ex-
pression of their opinion on this seriou

matter through the medium of “THE
AUCTIONEER”.

In Rebuttal

BY BERNARD HART

Our challenge to the membership in
the October issue with reference to a
permanent home for the NAA was part-
ly for the purpose of clarifying certain
aspects of this organization. We have
found that a portion of our members
are prone to jump to conclusions, based
on comments of those who are no closer
to the facts than the listener.

The forgoing article by B. G. Coats
serves this purpose very well and we
wish to publicly thank Mr. Coats for
bringing these things to the surface. He
states that during the past decade, this
subject has been broached in two per-
vious instances. I must brand this state-
ment as untrue as in the twelve plus
years I have served as your Secretary,
this subject has never been mentioned
in any meeting of the Board of Direc-
tors, prior to the last one.

Mr. Coats mentioned the membership
has remained more or less static for the
past three or four years. Figures show
that we have gained 399 in total mem-
bership in the past three years and 527
in the past four years. But these figures
do not tell the whole story. Last year
we added 432 new names to our mem-
bership roster. If we are to have an
increase of 100 members this year it
means that we must secure 500 new
members because experience tells us
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that some 400 who are members this
year will not be members next year.
By using these figures you can roughly
estimate what would be required to in-
crease our membership at the rate Mr.
Coats suggests.

Article I of our Constitution states, ‘“‘Its
office shall be in the city in which the
duly elected Secretary resides.” This
was fitting when I assumed this office
from Mr. Coats in 1954. At that time,
the sole possessions of the NAA were
a filing cabinet and a box of engrav-
ings. Housing was no problem in 1954.
Today, it would take a mediurh sized
van to move the NAA possessions and
the equipment required to carry out the
Secretary’s duties. Housing is a problem
today.

In my previous article I did not take
a position for or against the building
project. I am not doing so at this time
but I do feel that all factors should be
considered and I shall do all that I can
to see that this happens.

PROMOTE YOUR PROFESSION
WITH THIS

GAVEL TIE-TAC

OF DISTINCTION

Also worn as LAPEL BUTTON

oold Plated

with Ruby ACTUAL

Sleeve Guard i
SIZE

Price $2.50 ea.

12 for $25.00

MAIL CHECK OR MONEY ORDER TO.

Col. Max Sollack

- 414 Industrial Bank Bldg.
Providence, R.l. 02903

SPECIAL PRICE ON 6 DOZ. OR MORE
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A Letter From The

Vice President

Dear Bernie, Fellow Officers and
Friends:

Haven’t heard from anyone since
Convention time except talking to
President Wooley on phone so I ex-
pect everything is going along smoothly.

We have finally received some rain
in Pennsylvania but our streams and
wells still need more. Many wells are
still dry. Corn was the poorest ever
and many silos are only partly filled
and very little to put in crib. The
pheasants are even having trouble find-
ing enough to eat. We will correct that
however in a week or so when hunt-
ing season opens. Director Kehr and
I have a lot of hunting planned for
next six weeks.

The dry season has affected the
farmers quite a bit around here as
many have had to dispose of their dairy
herds either at public or private sale.

The cattle market has been very
s.;rong and I have had my share of the
sales this fall with a few still coming
up. The following are a few examples:
Harvest Time Classic, Huntingdon, Pa.,
$533 average; Franklin Co. Holstein
Club, $487 average; Carl Diehl Disper-
sal, Bedford, Pa., $442; Max Diehl Dis-
persal, Bedford, Pa., $428; Robert L.
Rice Dispersal, Greencastle, Pa., 1
sold Mr. Rice’s 124 acre farm for
$55,000, 90 Holsteins including many
young heifers for average of $368, also
farm equipt for total of $109,000.

This past Monday we had the John
Stamey reduction sale at Newville, Pa.,
41 Holsteins average $453 and 50 Ayr-
shires average $336. Of course, we had
other sales in which the average prices
were lower but sold according to qual-
ity.

estate and autemobile auctions.

WANTED — Job With Reputable Firm

Young Christian Auctioneer with small family, plenty
years of college, auction school graduate, experienced in furniture, farm
machinery, livestock, horse, business liquidation, and some knowledge of real

Send your inquiry to: Box 10, c/o The Auctioneer,
or call collect Area Code 303 667-7705

I had my 12th and final farm equip-
ment sale here at home for the year
on October 6. Prices were steady on
everything this fall except corn pickers
as none needed any around here.

Sincerely Yours,
Ralph W. Horst

Liquidation Of Yard
Proposed By Officer

Cleveland, Ohio — One Martin Glotzer
of Chicago, a director and vice presi-
dent of Cleveland Union Stockyards Co.,
has called for a special director’s meet-
ing to consider the idea he proposes,
that the company sell the yards and
get out of business.

With the advent of strong community
livestock sales, with increasing direct
buying of slaughter cattle, and with the
shifting of packing plants, most big city
terminals have come on hard times. The
volume at most of them including Cleve-
land, is only a fraction of what it once
was.

Tennessee Auction

Meeting, Dec. 12

Annual Fall Meeting of the Tennessee
Auctioneers Association has been set
for Monday, December 12. It will be
held in Nashville at the Holiday Inn,
710 James Robertson Parkway, accord-
ing to an announcement by the group’s
President, Col. Billy Howell.

Col. Howell reports that an Interest-
ing and informative program is being
planned and all auctioneers are invited,
including those from adjoining states.

f

of ambition, veteran, two



Directory of State Auctioneers Associations

Arkansas Auctioneers Association

President: B. R. Tucker, 9307 Sunset Lane,
Little Rock ‘ _

Secretary: Glen D. Perciful, 954 Airport
Rd., Hot Springs

Colorado Auctioneers Association

President: Troil Welton, Wray
Secretary: Ed Gibson, 7947 Quivas Way,
Denver

Idaho Auctioneers Association
President: Jim Messersmith, Rt. 2. Jerome
Secretary: Paul L. Owens, 6316 Tahoe, Boise

Illinois State Auctioneers Association

President: Dwight Knollenberg, Mason City
Secretary: George W. Cravens, Box 187,
Williamsville

Federation of Indiana Auctioneers

President: Victor Carpenter, Ladoga
Secretary: Fran Hamilton, Rossville

Indiana Auctioneers Association

President: Egbert M. Hood, 1505 Poplar St.,
Anderson

Secretary: Everett E. Corn, 119 N. Main St.,
Fairmount

Iowa State Auctioneers Association

President: Lynn Byerly, Glidden
Secretary: Lennis W. Bloomquist, R. R. 2,
Pocahontas

Kansas Auctioneers Association

President: Marvin Mayer, Russell
Secretary: Richard M. Brewer, Mt.

Kentucky Auctioneers Association

President: E. I. Thompson,
151 N. Upper, Lexington
Secretary: Mrs. Adrian Atherton, 45 Public
Square, Hodgenville

Maine Auctioneers Association
President: Gardner R. Morrill, Harrison
Secretary: Wayne B. Dow, 14 Southern Ave.,
Augusta

Auctioneers Association of Maryland

President: Sam W. Pattison Rae, 407 N.
Howard St., Baltimore

Secretary: Jack F. Billig, 16 E. Fayette, St.,
Baltimore 21202

Massachusetts Auctioneers Association

President: Kenneth J. MacLeod, Box 1373,
Norton
Secretary: John Hilditch, Box 52, Southville

Minnesota State Auctioneers Association
President: E. K. Elmes, Long Prairie
Secretary: Alvin Payne, De Graff

Michigan Auctioneers Association

President: Everett Miller,
Rives Junction, Mich.
Secretary: Garth Wilber, Route 3, Bronson

Mississippl Auctioneers Association
President: J. L.. Henderson, Box 26, Gulfport
Secretary: Bennie J. Blount, Box 847,

Meridian

Hope

Missouri State Auctioneers Association
President: Tony Thorton, 1200 W. Norton
Rd., Springfield
Secretary: Irwin Landolt, R.R. 1, Box 112,
Defiance

Montana Auctioneers Association

President: Ron Granmoe, Box 280
Glendive

Secretary: W. J. Hagen,
Box 1458, Billings
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Nebraska Auctioneers Association

President: Glenn Schwarz,
2519 W. Oklahoma, Grand Island
Secretary: Henry Rasmussen, St. Paul

New Hampshire Auctioneers Association

President: Harold Buckman, Ashland
Secretary: George E. Michael,
718 Wakefield St., Rochester

New Jersey State Society of Auctioneers

President: B. G. Coats, Box 166, Deal
Secretary: Ralph S. Day,
183 Broad Ave., Leonia

New York State Auctioneers Association

President: Lewis Bronstein, 35 Niagra,
Buffalo

Secretary: Donald W. Maloney,
918 University Bldg., Syracuse 2

Association of No. Carolina Auctioneers

President: Basil Albertson.
320 S. Wrenn St., High Point
Secretary: Eugene Carroll, Jr., R.R. 1
Providence

North Dakota Auctioneers Association

President: Wilbert Kroh, 415 — 21st
Bismarck
Secretary: Arvin Utter, New England

Ohio Auctioneers Association

President: Hobart W. Farthing
1426 Fostoria Rd., Findlay
Secretary: Newton E. Dilgard, Room 9,
Farmers Bank Bldg., Ashland

Oklahoma State Auctioneers Association

President: Glenn Jones, Rt. 1, Wapanucka
Secretary: V. K. Crowell, P. O. Box 8776,
Oklahoma City

Pennsylvania Auctioneers Association

President: Kenyon Brown

Box 388, Doylestown
Secretary: Margaret Berry,

210 Main St., West Newton

South Dakota Auctioneers Association

President: Ole Hall, Bryant
Secretary: Gilbert Wagner, Reliance

Tennessee Auctioneers Association
President: Billy H. Howell,

ot

412 Gallatin Rd. S., Madison
Secretary: E. B. Fulkerson,
Rt. 4, Jonesboro
Texas Auctioneers Association
President: Lamar McCamy, Box 224,

Bellville
Secretary: Ed H. Broline,
San Antonio

West Virginia Auctioneers Association

President: Wilbur S. Brock

100 Ninth St., Pt. Pleasant
Secretary: Wilson E. Woods,

State College, West Liberty

Virginia Auctioneers Association

President: J. C. Horney, Wytheville
Secretary: Dennis Ownby,
1301 Hermitage Rd.,
Richmond 20

Washington State Auctioneers Association

President: Bill Johnson, 330 West Roy,
Seattle
Secretary: Bob Berger, Pasco Airport, Pasco

Association of Wisconsin Auctioneers

President: Lester Bue, 348 Locust, Beloit
Secretary: %engy Teske, 110 N. Pearl St.,
erlin

3923 Southport,
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THE LIGHTER SIDE . ..

QUITE A PARTY

A mother was giving her son instruc-
tions on how to behave at a birthday
party for the little girl next door. At
one point, the boy shook his head in
disagreement. ‘“No,” he said, ‘I think
I'll thank Mrs. Chambers for the party
as soon as I get there. Last year she

locked herself in her room before 1
left.”’

ETHICS

“Ethics,” the man told his son, ‘‘is
vital to everyday living. For example,
today an old friend paid me back a
loan with a new hundred-dollar bill. As
he was leaving I discovered he’d given
me two bills stuck together. Immediate-
ly a question of ethics arose: Should
I tell your mother?”

REVERENT

A quick-thinking employee came up
with a new one when his foreman, said,
‘“Hey, bud, how come you’re sleeping
on the job?”

‘““Goodness gracious,” he shot Dback,
‘““can’t a man close his eyes for a minute
of prayer?”

TAKING CARE
A millionaire’s masion was being re-
novated. A roofer was called in to make
necessary repairs. Before he started
work he was warned by the butler: “If
you have to go through the house, be
careful of the inlaid floors in the hall.
They’ve juzt been waxed.”
“Don’t worry,” said the roofer. *I
won’t slip on them. I have spikes in my
shoes.”

HUNTING SEASON STORY
During a grouse hunt an English
sportsman was shooting at a clump of
trees near a stone wall. Suddenly, a red-
faced gentleman leaned over the wall.
“I say there, old chap,” he shouted,
“you almost hit my wife!”’
“Did I, old man?” asked the shoocter
with aplomb. “Awfully sorry, Here, do
have a shot at mine over there!
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THE INDIRECT APPROACH

Little Jimmy was envious of his little
friend’s new puppy.

‘“Gosh,” he said gloomily, “I've want-
ed a dog for a long, long time, but my
mother won’t let me have one.”

“You probably don’t use the right
strategy,”’ said his little friend sagely.

“‘Strategy?”’ said Jimmy. “What’s
that.”” “Well,” was the reply, ‘“You don’t
ask her for a dog. You ask her for a
baby brother . . . then she’ll be glad
to settle for a dog.

HABITUAL

An irate employee returned to the
paymaster’s window, holding his pay en-
velope high. “It’s one dollar short,” he
complained.

After looking at the records, the pay-
master grinned. ‘“‘Last week we over-
paid you, and you didn’t say a word.”

‘“An occasional mistake I can over-
look,” retorted the angry fellow, ‘‘but
not two in a row.”

TOO BAD

A 13-year-old girl had always been a
tomboy. In a neighborhood in which boys
had predominated, she early learned to
play touch football and other rough-and-
tumble games. When a neighbor’s son
complained one day that the boys need-
ed another player for a game of touch,
his mother suggested, ‘“Why don’t you
ask Virginia; she’s a good player, isn’t
she?”’

“Yes,” he answered  disgustedly.
“But she’s turning into a girl!”

INSURMOUNTABLE

Psychiatrist: ‘“What kind of a car do
you drive?”’

Patient: ‘““A new Lincoln.”

Psy: “Where do you live and where
do you vacation?”

Patient: “I live in a $100,000 mansion
and go to Florida six months every
year.”’

Psy: “With all this, what’s your prob-
lem?”’

Patient: ‘I only make $75 a week.”



IN UNITY THERE

IS STRENGTH

NEED A BIGGER GLASS

A dissatisfied customer wrote a mail-
order house that his newly - purchased
teeth didn’t fit.

The mail-order house wrote back say-
ing that the man’s bite test had turned
out perfect.

“You stupid people,” the man wrote
back. “It’s mot my mouth they don’t
fit. They won’t fit into the glass at
night.”’

ALL THINGS COME TO HIM
WHO BAITS

By a beautiful lake I recall with emo-
tion

I held her gently in silent devotion
But alas, a man with a badge and air
of legality,

Came upon us and spoke stern words

of finality,
And we were parted for this good rea-
son,

She was a fish I had caught out of

season.

MODERN GENERATION

The father was scolding his teenaged
daughter for her slovenly appearance.

“You modern girls don’t seem to care
how you look any more,” he declared.
“Why, your hair looks like a mop.”

“What’s a mop?”’ the daughter inquir-
ed innocently.

SUSPICIOUS MIND

A young lady had brought a boy home
to meet her parents? When father told
his daughter that he didn’t approve of
the lad.

“But,”” pleaded the girl, “Harry does-
n’t smoke, drink or gamble. He always
attends church on Sunday. Now what
can you find wrong with him?”

The father stood scratching his head,
then replied, ‘“You can never ftrust a
liar,”

JOKER
Note found under windshield wiper:
“I have just smashed into your car. The
people who are watching me think I
am leaving my name and address. They
are wrong.”’
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MOOD SYSTEM

The city slicker, arrested on a charge
of speeding, vehemently denied his guilt,
while the rural justice of the peace
absently thumbed thru a large volume
on his desk.

“Guilty,” the official suddenly inter-
rupted, slamming the book closed. ‘““An
$18.90 fine.”

While the accused was paying his fine,
he got a good look at the book the
judge had been consulting. It was a mail
order catalog.

“So that’s the way you decide your
fines!” he angrily exclaimed. “From a
mail order catalog!”

“Yep,” confirmed the court clerk,
‘“and you’re mighty lucky he had it open
at wheelbarrows. Yesterday he was look-
ing at automobiles.”

MEMORY GEM

A prominent social worker once visit-
ed an insane asylum and was struck
by the apparent sanity of an 1nmate
tending the flowers. He was a veritable
storehouse of horticultural knowledge,
and spoke quite rationally.

“My good man,” she said, “I would
like to have you work for me. I intend
to speak to the chief of staff and have
you released in my custody.”

As she turned to go, the man picked
up an egg sized rock and hit her smartly
bzhind the left ear.

Staggered and dazed, the woman turn-
ed to the man. He smiled softly at her
and said to her, “You won’t forget, will
you?”’

ONE OF THEM

The principal of the local junior high
school heard shouting and laughter as he
passed one room. He opened the door
in time to see one crew-cut youth shout-
ing and dancing down the aisle. He seiz-
ed the lad, dragged him into the
corridor, and told him to stand there
until excused.

Next the principal returned to the
classrcom and restored order. After giv-
ing a long lecture on discipline, he ask-
ed if there were any questions. ‘“‘Yes,”
the student said. ‘“When are you going
to let our teacher come back in the
room?”’
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CLERKING SUPPLIES
FOR AUCTIONEERS

Write for samples and prices

BEE BUSINESS FORMS
P.0. Box 42, Hastings, Neb. 68901

FOR YOUR

BANNERS AUCTIONS

Select from big assortment of Auc-
tion wordings. Direct from Mf’r. Low
prices. Illustrated folder sent free.
Write: Croom, 867 W. 42nd, Norfolk,
Va. 23508

e

Business Cards

Thermographed (Embossed)
One color cards—$5.00 per thousand
Two color cards—$7.00 per thousand
Order from this ad; 6 day delivery
An illustration with hand holding gavel
and word ‘sold” can be printed on
card for $1 extra.
CARDPRINT
311 Oak St., Galion, Ohio 44833

LEARN AUCTIONEERING

Two week term, or home study.
Nationally recognized, diploma.
Free Catalog!

MISSOURI AUCTION SCHOOL

1330-43 Linwood Kansas City, Mo. 64109

Knotts
School Of Auctioneering

and Public Speaking

Home Office 1163 Sec. Ave.
Gallipolis, Ohio  Phone 446-2917

S~ J[ROY WHEELER] Eonns

S [REALTY COMPANY]:==3

LEARN AUCTIONEERING
Resident or Home Study Course
Term Soon

NASHVILLE AUCTION SCHOOL

Clarkston Hotel
Nashville, Tennessee

| NATIONAL
AUCTION INSTITUTE

P.O. Drawer B
Bryan, Tex. 77801
The School of Distinction

SUPERIOR SCHOOL OF
AUCTIONEERING

Ray Sims Ham Jones
Paul Good

[ke Hamilton

Dale Hanna
Hugh James

Owners and Instructors
602 N. Main, Decatur, Ill., 62523

YOU'LL |
Like Being an

AULTHONEER

“A Friendly, Progressive School that T ralne: Studanis
to Enter the Fascinating Auction Profession”

MENDENHALL

School of AUCTIONEERING

CHARLOTTESVILLE-VIRGINIA]

usr HIGH ST. .-« PHONE 2%-4\71

LOCATED ON NEW U. S. HIGHWAY 20 AND 70 WEST
HIGH POINT, NORTH CAROLINA

WRITE For free Catalogue and Brochures
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Learn Auctioneering

At Home

Nelson Auction

School

16800 Whitcomb
Deotroit 35, Michigan

Home Study Course ...... $37.50
(With Recordings)

Residential Classes ... .. $87.50

595 Auction Sayings ... .. $2.00

Classes Begin SECOND

MONDAY of April; June;
September and December

EVERY YEAR!

Nationally Recognized School

A Thirty Man Class receives bid

calling instructions.

All classes limited to thirty
number. Diploma issued if you qualify.

——

AUCTION
SCHOOL

TERM OPENS SOON
FREE CATALOG
WORLD’S LARGEST SCHOOL

10,000 Graduates—Over 33 Years

HOME ST
LIBRARY & TRAINING RECORD

10 Books on All Phases of
Auctioneering.

THE REISCH AMERICAN
SCHOOL OF AUCTIONEERING
INC. Mason City, N. Iowa

Where The Nation’s Leading
Auctioneers Teach You.

Your Posterier end won’t
be numb, but your head
and heart will be in the
Auction business, at

WESTERN COLLEGE
OF AUCTIONEERING

In a two week term. equal to
College Semester in hours used.

You will be on your feet tor
60 some hours of bid calling
practice.

14 Instructors assist you. Night
and Day.

men. You are an individual here, not a

We do not need more Auction Schools, but more Qualified Auctioneers.
Tuition is based on what we can do for you. Tuition, including room and
board, is $350.00. Compare to a College semester, and realize you can make

money after one term here.

WRITE TODAY, TO

Western College of Auctioneering
Box 1458, Billings, Montana (Established 1948)




— rm T -TTa

A E O ON NAME BRAND
UP TO O P.A. EQUIPMENT

We stock a complete line of AUCTION TESTED microphones,
amplitiers, speakers and P.A. accessories. Everything you’ll need for
permanent installations, 117 volt portable, or battery powered (6 or

|12 volt) mobil units,

I Write for FREE Literature & Prices

Missouri Auction School
1330 LINWOOD BLVD. KANSAS CITY, MO. 64109

ORDER BY MAIL & SAVE
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